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meee) All Electrical Equipment 
; fee Placed on 
Power Circuits — Economy 


Here is a real opportunity of creating business for yourself 
and saving your customer money. 


If lights or electrical devices are used at motored machines, 
connect a Jefferson air-cooled transformer to the “lower rate” 
higher voltage power line and 110 volt cur- 
rent will be delivered from the transformer 
for their operation. 


Groups of circuits can be supplied with 
110 volt current for lights, soldering irons, 
drills, and small motor-driven devices or 
for remote control circuits. 


Jefferson Air-Cooled Transformers 
Will Save Money in Every Plant 


In every plant there are opportunities to Individual Compart- 
point out how savings can be made by ments for Connections 


nl " . Cover hte a away to = = 
connecting more of the lighting and small- mary {eas in one compartment 
another—both completely cov- 


devices load onto the higher voltage power aroha “nstated, 
circuits. The savings will pay for the trans- 
formers and your materials and installation costs. 





Jefferson air-cooled transformers are listed as standard by 
Underwriters’ Laboratories. 


Get our latest pamphlet 341-PCT which gives all the infor- 
mation and data. 


JEFFERSON ELECTRIC COMPANY 
Bellwood (Suburb of Chicago) Illinois 





Jefferson Neon Tube Leading oi! burner man- For signal systems, re- In connection with con- For decades Jefferson 
Transformers are made ufacturers insure operat- lay systems, Jefferson's trol mechanisms, Jeffer- Door Bell Transformers 
for both indoor and out- ing performance with have long been known son Transformers are have responded to the 
door signs. Jefferson Transformers. for their dependability. built to meet the most touch of millions of 


exacting rcquirements. fingers. 
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Uncle Sam says: 





“SPEND MY 
MILLIONS FOR 


BUILDING 


AND REPAIR” 











The National Housing Administration is dis- 
¢==. tributing a colossal fortune to build new 
homes, to repair old ones, to remodel and restore. 















Ses : : P ; delay in providing them with ample stock. 
Millions will be spent in power and light equip- 


ment in new homes. More millions will be spent | See that your field men are instructed regarding 
replacing worn-out, obsolete and inadequate _ this opportunity. Have them push the Square D 
electric service in old homes being remodeled. line with enthusiasm. Force sales during the 
next few months. You cannot do the trade or 
the public a greater favor and your reward will 
be ample. 


Your contractors and dealers are entitled to a 


large slice of this huge expenditure. They will 
find quick and profitable sale 
for every one of these residen- Have you distributed the Square D booklet — 
Jaume 1) tial Square D products. Do not “The Other Entrance to Your Home”? 


ELECTRICAL EQUIPMENT 
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SQUARE TF) COMPANY 
SWITCH AND PANEL DIVISION 
DETROIT, MICHIGAN, U.S.A. 





A FUSE OUTDOOR METER ELECTRIC CHIMES 
CABINET—A BOX——Diecast They add a modern touch to every 
ENTRANCE NOFUZE LIGHTING PANEL complete line in- pepe out- home. 
NOFUZE SWITCH BOARD—Breaker type light- cluding all those dies evéllichin te 
LOAD CENTER Acomplete line ing panel board, latest pat- with 30 ampere sheet steel. 


A circuit breaker device of range combi- tern. Moulded bakelite inte- circuits, or in 

with about the same uses nations and ser- riors and cabinet design and combination of 

as a fuse cabinet. vice entrance color to harmonize with other 30 and 60 am- 
equipment. furnishings. pere circuits. 
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DISCONNECTING 

SWITCH—Com- 

SQUARE 7] COMPANY [piel 
_ eee... CABINET — This Narrow type fuse necting water 
model is known _lightingpanel.Com- heaters, oil 
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A United Front 


vention held in Detroit last month set 

a new record for attendance, there were 
between seven and eight hundred electrical 
wholesalers who, for one reason or another, 
were not present. This issue of ELECTRICAL 
WHOLESALING, we hope, will bring to these 
absentees something of the inspiration and 
optimism of the Detroit meetings. 

While much time was consumed at Buffalo 
last year in reconciling conflicting viewpoints, 
complete harmony prevailed at Detroit and 
industry problems were tackled with a sincere 
get-together spirit. Excellent work was 
done by the National Council during its two 
day sessions held just prior to the convention. 
Delegates from a few local groups came pre- 
pared to seek a delay in putting the new code 
to work because they sincerely believed the 
Divisional Code Authority failed to provide 
adequate geographical representation. Much 
credit is due to those sane minds among the 
delegates who convinced the would-be dis- 
senters that immediate code enforcement was 
essential and required the united support of 
the existing Code Authority. As a result of 
these preliminary meetings, the united front, 
which the leaders of NEWA have sought 
strenuously to develop these past months, be- 
came a reality at Detroit. 

The most convincing evidence of this team 
spirit was the manner which the old contro- 
versy on wiring device resales was settled. 
As the committee to whom this commodity 
had been assigned was almost equally divided 
between a quantity and a monetary basis, it 
very properly decided that each method must 
have considerable merit and that the question 
should be referred back to the convention for 
further discussion. This was done and the re- 
sulting votes stood 52 to 42 in favor of a 
quantity schedule. The important point, how- 


» “SPITE the fact that the NEWA con- 


ever, is that this large minority put aside 
their personal desires and made the vote 
unanimous in favor of a quantity resale in 
order that the industry might present a 
united front in its dealings with the manufac- 
turers. 

The real work of the Convention was ac- 
complished by the commodity committees 
These groups worked long and strenuously. 
many of them far into the evening. First, 
they reconciled their viewpoints and devel- 
oped a united front, then went into a huddle 
with the manufacturers. As a result, there is 
no doubt that the manufacturers have a new 
respect for the importance of the wholesaler 
and a new conception of his problems. The 
NEWA’s definition of an electrical wholesaler 
entitled to receive distributor’s discounts was 
presented by each committee and at least two 
manufacturer groups expressed the purpose 
of adopting an even tighter definition. 


ONSIDERABLE progress was reported 

in securing more adequate margins for 
the wholesaler. However, several groups of 
manufacturers told the committees most em- 
phatically that further progress in this direc- 
tion was impossible unless existing schedules 
were lived up to. It is quite apparent that 
some manufacturers still lack confidence in 
the wholesaler’s ability to retain any added 
margins which they may provide for him. 
Unless the united front, developed at Detroit, 
is extended to include respect for manufac- 
turers’ resales in every district, much of the 
good work of these committees will be undone. 
The manufacturers must be convinced that 
ELECTRICALWHOLESALERS WILL Not CHISEL. 


Pay ay ae Jae | 


EDITOR 
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1935 DISPLAYS ANNOUNCED! 


Secure Agents’ Subscriptions in 


@ To make sure of your full 
share of 1935 MAZDA lamp 
business, be sure that every 
one of your better agents uses 
all the striking @ displays 
shown in this broadside for 
next year. 


ig, toate MBER is the month to secure your agents’ 
subscriptions for G. E’s new display service for 
MAZDA lamps. . . including: (1) a series of powerful, 
pre-tested displays carefully spaced throughout the year 
and full of human interest, sales appeal, novelty and 
attention value; (2) a marvelous new metal and wood 
display device . . . the “Flexilight” base which permits 
unlimited, flexible display arrangements and all sorts of 
lighting effects; (3) an unparalleled assortment of lamp 
holders, price cards and merchandising displays for both 
window and store interior. 


November 


Use this broadside to give the complete story of the 
new 1935 display services to your better lamp agents. 
Beautifully lithographed in five colors, one of these 
broadsides showing color pictures of all the new dis- 
plays is an ace in securing agents’ subscriptions for 
the 1935 display services this month. General Electric 
Company, Nela Park, Cleveland, Ohio. 


Incandescent Lamp Department 


GENERAL @ ELECTRIC 
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Fermerly Jre Jobber'’s Salesman 


FOR NOVEMBER, 1934 


Eiseman Succeeds Drury 


as Chairman of NEWA 


Attendance at Detroit convention breaks all previous records. 
Commodity committees hold important conferences with 
manufacturers. Spirit of harmony and optimism prevails 


HE 26th annual 
T coven of the 
National Electri- 
cal Wholesalers Asso- 
ciation, held at the 
Book-Cadillac Hotel, 
Detroit, from October 
14 to 17, set new rec- 
ords for both attend- 
ance and for accom- 
plishments. Manufac- 
turers’ sales policies, 
code administration 
and sales opportunities 
were the chief topics. 
FR eomen The 16 commodity 
committees held simultaneous meetings Monday morn- 
ing and, in the afternoon, presented their recommenda- 
tions to the various manufacturer groups. Many of 
these meetings carried through until late into the evening, 
and both morning and afternoon sessions on Wednes- 
day were entirely given over to discussions of the reports 
of these committees. 

The National Council of Electrical Wholesaler Asso- 
ciations held a two-day conference prior to the conven- 
tion. Delegates attended from New York, Boston, Phila- 
delphia, Atlanta, Miami, Chicago, Minneapolis and Seat- 
tle. Conflicting views on the electrical wholesaling code 
and the personnel of the Divisional Code Authority were 





successfully reconciled and a resolution 
unanimously adopted pledging to the 
Code Authority the loyal support and 
cooperation of the members of the 
Council. This resolution, which was 
transmitted to the executive committee of NEWA, also 
requested that in the future the Council be given an oppor- 
tunity to express its opinions on any proposed changes 
or modifications of the code, and recommended a more 
equitable geographical representation on the Divisional 
Code Authority upon the expiration of the terms of the 
present members. 

The Council further announced that it had no inten- 
tion of developing into a national organization, that its 
sole purpose is to make possible informal discussions of 
mutual problems by the various local groups and to en- 
able these groups to continue their efforts in seeking fair 
and equitable relations with manufacturers. Robert L. 
Simon of New York was re-elected chairman of the 
Council and G. V. Weir was appointed managing director 
to succeed Julian Hawkes, who recently resigned to estab- 
lish his own manufacturerg’ agency. 

On Sunday morning the Executive Committee of 
NEWA met in order to transact matters of routine in 
advance of the convention. At this meeting the resolu- 
tion of the National Council was favorably received. A 
committee consisting of H. B. Tompkins, W. J. Kranzer 
and C. H. McCullough was appointed to draw up a strict 
definition of an electrical wholesaler for use by manufac- 
turers in determining those wholesaling organizations 
entitled to receive distributor’s discounts. This definition, 
which appears on page 11, was presented to the various 
manufacturer groups by the commodity committees at 
their conferences on Monday. 














































Members of NEWA met on Tues- 
day morning for the first general ses- 
sion of the convention. In his open- 
ing address Chairman Drury reviewed 
immediate problems facing electrical 
wholesalers. He urged the members 
to work shoulder to shoulder in at- 
tacking these problems and to present 
a united front in their dealings with 
the manufacturers. 


The Chairman's Opening Remarks 

Here are some of the highlights of 
Mr. Drury’s talk: 

Some manufacturers are extending 
distributor prices to contractors, in- 
dustrials and others who do not per- 
form the functions of the wholesaler. 
Fortunately, this does not apply to all 
manufacturers. While the majority 
of manufacturers recognize the value 
and importance of the wholesaler, the 
industry must keep these manufactur- 
ers sold on its importance and this 
can only be accomplished by each 
wholesaler continuing to perform the 
wholesaling functions economically 
and effectively. 

The differential clause of the gen- 
eral wholesaling code offers a means 
of securing adequate protection from 
manufacturers and within the next 
year the industry should avail itself 
of this code provision. 

There is a need for manufacturers’ 
resale schedules that provide for ade- 
quate margins and which are based 
ona suitable method of pricing. How- 
ever, if the wholesalers are divided 
among themselves as to the proper 
method of pricing, they cannot ex- 


pect support from the manufacturers. 
The method best adapted to each com- 
modity should be determined by a ma- 
jority vote and should then be sup- 
ported by the entire industry. 

Wholesalers will derive little or no 
benefit from their code unless they 
believe in it and support it by giving 
full cooperation to the local code com- 
missions. 

Wholesalers have a definite re- 
sponsibility to extend credit only to 
those contractors who are capable and 
who offer a sound credit risk. 

The interests of the nation-wide 
wholesalers are identical with those of 
the independents. 

Wholesalers should refrain from 
accumulating inventories in anticipa- 
tion of any inflation. They should 
confine their efforts to the perform- 
ance of their normal functions and 
avoid any speculation in electrical 
commodities. 

Two new promotional develop- 
ments, Better Light—Better Sight 
and the Better Housing Program, 
provide real sales opportunities and 
deserve the active support of the in- 
dustry. 


Membership Reaches New High 

With the addition of 46 new mem- 
bers in the past year, the membership 
of NEWA now totals 511, the larg- 
est in its history. 

Electrical specialty, appliance and 
refrigerator distributors are amenable 
to the electrical:wholesaling code and 
are eligible to membership in NEWA. 

Reporting for the Finance Commit- 





The convention headquarters of the Paranite Wire and Cable division of Essex 



























Wire Corp. had its share of jolly good fellows. Starting at the left is I. M. Popkin, 
manufacturers’ representative; Frank Dolan, Paranite’s Chicago manager; Jack 
Searls, general sales manager; A. Holton, president, W. I. Ferguson, Paranite’s 
Kansas City representative; L. C. Bookhouse, Larry Ross and T. C. Gilpin of 
Walker Brothers. 

H. S. Schott, vice president, National Carbon Co.; “Vic” Despard, vice president, 
Pass & Seymour; J. R. Cook, president, Arrow-Hart & Hegeman Mfg. Co.; 
W. C. Gifford, sales manager, Waters- Genter Co.; Chris Litscher, General Electric 
Supply Corp., Grand Rapids, and Dick Graver, R. "C. A. Radiotron Co., Chicago. 

Walter Bieringer of Plymouth Rubber Co. held open house at his headquarters 
and this happened to be one of the groups when the photographer came upon the 
scene. Standing: W. L. Startsman; H. M. Hemphill; T. E. Lowe; H. C. Joos 
and H. M. Hopkins. Sitting: L. J. Harvey; H. Rasmussen; Walter Bieringer; 
G. R. Smiley; Clarence Bull and W. Turner. 

Howard Collier, Steelduct Co.; O. H. Jung, Trico Fuse Co.; Robert Edwards, 
Edwards & Co.; D. G. Phelps, Colt’s Patent Fire Arms Mfg. Co.; 2 V. Smith, 
oe egg & Co.; Gordon Lewis, Jenkins Bros., and F. D. Saylor, F. D. Saylor 

on 

The Bryant Electric Co.’s delegation included W. J. Weaver, sales manager; 
J. H. McCleary; C. W. Johnson, Johnson Electric Supply Co., Cincinnati; W. W. 
Stacey (with newspaper), Chicago representative; R. M. Eames, president, and 
Ward Thomas. 

All with the General Electric Co.’s Incandescent Lamp Division: “Augie 
Meyer, manager, Midland Division, Chicago; “Bob” Burrows, assistant promotion 
manager, Nela Park; Earl Anderson, manager, Michigan Division, Detroit, and 
H. Freeman Barnes, sales promotion manager, Nela Park. 
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Earl Whitehorne, McGraw-Hill Publishing Co., presents the McGraw Award 
to Walter J. Drury, retiring chairman of NEWA. 


Mr. Drury accepts the medal and purse and admits that, for the first time in his 


career, he is “completely flabbergasted.” 


i\The in-between-meeting period for telling stories indulged in by George Wahn 
of Boston; F. R. Elliott of Philadelphia, E. Donald Tolles and Walter J. Drury 


of New York. 


George L. Delany, Bussmann Mfg. Co.; Chas. Dubsky, Crouse-Hinds Co.; 
George Brown, Fullman Mfg. Co.; J. W. Saladine, Arrow-Hart & Hegeman Mfg. 
Co.; N. J. McDonald, Thomas & Betts Co., and Robert Edwards, Edwards & Co. 


Luther Reed, American Electric Co., St. Joseph, Mo.; McKew Parr, Parr Elec- 
tric Co., Brooklyn; Murray Whitefield, Steel & Tubes, Inc., Cleveland, and R. A. 


Peck, American Electric Co. 


J. H. Fall; Ray Pryor; “Swede” Swedenborg; C. B. Harlow, Benjamin Electric 
Co.; McKew Parr, Parr Electric Co.; Arthur Lubeck, Arrow-Hart & Hegeman 
Electric Co., and N. J. McDonald of Thomas & Betts. 





tee, G. E. Cullinan stated that 80 per 
cent of the Association’s salaries and 
75 per cent of its expenses had been 
assumed by the Divisional Code Au- 
thority. In consequence, discounts to 
regular members would be increased 
and assessments of special members 
would be reduced. 

Mr. Tolles announced that a plan 
had been agreed upon between the 
electrical and radio code authorities, 
subject to NRA approval, whereby 
specialty distributors handling refrig- 
erators, appliances and radio would be 
assessed on their electrical volume un- 
der the electrical code and on their 
radio volume under the radio code. 

As a member of the joint commit- 
tee of NEWA, NEMA and NECA, 
Mr. Cullinan reported that the de- 
mands of the electrical contractors for 
classification of customers and price 
protection constituted an economic 
problem which must be solved by the 
manufacturers. 


Code Committee's Report 

Reporting for the Code Commit- 
tee, Mr. Drury outlined the delays in 
obtaining a code and explained why 
the price provision, sought by the 
committee, was denied. He pointed 
out that in those districts, where there 
is a spirit of harmony and coopera- 
tion, wholesalers should benefit mate- 
rially from the code. In any district 
where this spirit does not prevail, the 
wholesalers cannot expect to receive 
any benefits. The trade practice pro- 
visions should make it possible to 
eliminate many trade evils of long 
standing. The code must not be con- 
sidered as a final document, Mr. 
Drury told his audience, but rather as 
a document that can and should be 
revised and perfected from time to 
time. 

As the duties of the Code Commit- 
tee have now been automatically as- 
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sumed by the Code Authority, the 
committee was discharged and ex- 
tended a vote of appreciation for its 
work. 

About 400 persons attended the ses- 
sion on Tuesday afternoon, which 
was open to manufacturers and 
guests. F. R. Eiseman, chairman of 
the Program Committee presided. 


Better Light—Better Sight 

S. Rosenthal, chairman of the Lamp 
Committee, introduced J. F. O’Brien 
of the Westinghouse Lamp Co., who 
spoke on the Better Light—Better 
Sight program. Reviewing the his- 
tory and scope of this activity, Mr. 
O’Brien stated that 19 industrial or- 
ganizations were this year actively 
supporting the campaign. Wholesal- 
ers, he cautioned, must not hinder the 
movement because of inadequate 
stocks. They should be familiar with 
the program and give their support 
and cooperation to the activities in 
their local communities. 

Edward O. Mather, Deputy Ad- 
ministrator of NRA in charge of the 
electrical wholesaling code, delivered 
an address which, he emphasized, was 
strictly “unofficial”. He compli- 
mented Mr. Tolles and the members 
of the Code Committee for their ef- 
forts to secure the best possible code 
for the industry. “NRA is becoming 
distribution conscious,” he stated, “un- 
der its reorganization the distribution 
codes will receive a prominent posi- 
tion which will place a new emphasis 
on the importance of the wholesale 
distributor. The true success of your 
code,” he continued, “lies entirely 
within your own ranks. NRA can 
and will give you tighter enforcement. 
I honestly believe that the next 60 
days will prove that the provisions of 
the code can be enforced. It is up 
to the trade to carry on an unceasing 

(Continued on page 29) 















































































Committee Reports 









Brief summaries of the joint meetings of commodity 
committees with manufacturers, as reported to the 
membership of the Association at the closing sessions 


Apparatus: H. J. Baitinger, chair- 
man. The sale of apparatus lines re- 
quires a technical staff, also such lines 
involve a slow turn-over. Because 
of these facts, the committee reported 
that the margins now provided the 
wholesaler by the manufacturer’s re- 
sale schedules are inadequate and 
that these schedules should be revised 
to provide a minimum gross profit 
rate of 20 per cent. Holders of 
motor resale agreements should not 
receive distributor discounts on 
switches, motor control equipment 
and panel boards unless they qualify 
as electrical wholesalers under the 
definition recommended to manufac- 
turers by NEWA. 


Armored Conductor: F. R. Eise- 
man, chairman. Three recommenda- 
tions for stabilizing the armored 
cable market were presented to the 
manufacturers who attended the 
meeting of this committee, and a 
manufacturers’ committee is to be 
appointed to consider the adoption of 
the wholesalers’ recommendations. 

These recommendations are: 

1. That manufacturers’ filed prices 
be immediately effective, thus mak- 
ing it impossible for wholesalers or 
contractors to anticipate price in- 
creases and build up excessive inven- 
tories which might be later liquidated 
at distress prices. To accomplish 
this it was suggested to the manufac- 
turers that all changes and revisions 
in their filed prices be dated as of 
the evening of the previous day. 

2. That manufacturers protect their 
distributors against price declines for 
a period of 90 days. 


3. That manufacturers limit short 
coils to not over 15 per cent of the 
total footage of any single shipment. 
Even lengths of 25, 50, 75 and 100 
ft. are now available in any quantity, 
at a small additional cost, and these 
short coils are now being retailed by 
mail order houses at prices below the 
wholesaler’s resale. The purpose of 
the committee’s recommendation is to 
place upon these houses the expense 
of cutting up standard 250 ft. coils, 
thus compelling them to increase their 
mark-up on short coils. 


Conduit: B. T. Hare, chairman. 
Nine manufacturers who met with 
this committee advised that they had 
already adopted a definition of a 
wholesaler very similar to that recom- 
mended by NEWA. The committee 
recommended that the minimum di- 
rect shipment allowable under the 
five per cent classification be in- 
creased from 2,000 lbs. to 15,000 Ibs. 
Black conduit, which formerly com- 
prised 70 per cent of total conduit 
sales, has dropped to 30 per cent, ac- 
cording to the manufacturers. They 
explained, however, that this finish 
cannot be eliminated at the present 
time as it is still in heavy demand in 
certain markets and also is required 
for particular applications. It was 
recommended by the committee that 
the difference in price now existing 
between black and galvanized conduit 
be materially reduced, also that man- 
ufacturers eliminate all local stocks. 
When asked to increase the whole- 
saler’s margin of profit on conduit, 
the manufacturers frankly stated that 
such action was impossible until the 





Armored Conductor Committee. H. J. Baitinger; F. R. Eiseman, chairman; 


George Hessler. 


Conduit. D. L. Fife; J. M. Newton; B. 
W. H. Bechtold. 


T. Hare, chairman; C. H. McCullough; 


Conduit Fittings and Outlet Boxes. M. W. Nichols, chairman, and August Kubec. 
Fan Motors. J. M. Sadler; W. L. Perry; H. M. Moock; W. J. Kranzer, chair- 


man; P. Stern. 


Flashlights and Batteries. Seated: L. W. Korsmeyer; C. B. Nelson, chairman; 
A. H. Luebbe. Standing: H. S. Schott, vice-president, and J. M. Spangler, general 


sales manager, National Carbon Co. 





ELECTRICAL WHOLESALING 


























Heating and Motor Driven Devices. J. S. Baker; H. M. Gansman; H. C. Calla- 
han; R. J. Brown; L. E. Latham, chairman; K. S. Gorke; George Steiner; Herbert 


Metz; D. H. O’Brien. 


Industrial and Commercial Lighting. W. G. Thomas; E. A. Hawkins, chair- 


man; J. S. Baker. 


Inside Construction Materials. H. D. Roseth; Robert Beller, chairman; K. S. 


Gorke; H. C. Callahan. 


Lamps. Seated: E. A. Hawkins; E. J. Coyle; S. Rosenthal, chairman; Robert 
Beller; D. Dobkin. Standing: N. Brenner; O. Frankenbush; Andrew Greenfield. 


Pole Line Hardware. T. C. Lindsay; H. B. Tompkins, chairman, and Walter 


Williamson. 













existing schedules were strictly fol- 
lowed by all wholesalers. If present 
schedules are not adhered to, the 
manufacturers intimated it might be 
necessary for them to reduce the 
wholesaler’s margin, instead of in- 
creasing it. 


Conduit Fittings and Outlet 
Boxes: M. W. Nichols, chairman. 
Five manufacturers met with the 
committee and agreed to adopt uni- 
versal numbers for the various styles 
_and sizes of outlet boxes and to place 
these numbers on the outside of all 
packages. It was reported that uni- 
form standard package quantities 
had been adopted by the manufac- 
turers and that new resale sheets 
would be issued shortly. The whole- 
salers’ committee recommended to the 
manufacturers : 

1. The adoption of a single type 
of fitting for thin-walled conduit; 

2. A quantity resale schedule for 
outlet boxes with three steps: less 
than standard package; one to four 
standard packages, five standard 
packages and over; 

3. A minimum profit to the whole- 
saler of 20 per cent on shipments 
from warehouse, and an increase in 
the present margin on direct ship- 
ments ; 

4. The elimination of black out- 
let boxes and covers at the earliest 
possible date. 

5. A revision in the present sched- 
ule on fittings of the “condulet” type 
with freight allowed on _ orders 
amounting to $100 and over, and 
with a cash discount of five per cent, 
15th prox. 


Heating and Motor Driven Ap- 
pliances: L. E. Latham, chairman. 
Ranges were selected by the commit- 
tee as the single appliance line offer- 
ing the greatest sales possibilities. 
The general lack of interest in range 
selling on the part of the wholesaler, 
the committee found, was due to (1) 
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insufficient margin, (2) inability to 
provide dealers with financing terms 
equal to those offered by utilities and 
department stores and (3) lack of co- 
ordinated promotional programs in 
many areas. 

The tremendous demand for elec- 
tric irons and the large replacement 
market for vacuum cleaners were 
pointed out in the committee’s report. 
Existing resale schedules, based on 
quantity, have proven satisfactory 
and wholesalers were urged to adhere 
to them more conscientiously than in 
the past. 





Fan Motors: W. J. Kranzer, 
chairman. Recommendations pre- 
sented to fan manufacturers by the 
committee included: 

1. A separate resale schedule for 
household type fans (10 inch and 
less), with list prices reduced from 
15 to 20 per cent and providing a 
margin of 15 per cent for the whole- 
saler and of 40 per cent for large 
retail outlets. 

2. A margin of 20 per cent for the 
wholesaler on the industrial and com- 
mercial types of fans (12 inch and 
larger). 

3. A bonus to the wholesaler 
carrying a consigned stock of fans, 
based upon his performance. 


Flashlights and Batteries: C. B. 
Nelson, chairman. Existing sched- 
ules, extending lower prices to indus- 
trials than to dealers, result in 
industrial business being handled at a 
loss by the electrical wholesaler. 


Industrial and Commercial 
Lighting Equipment: E. A. Haw- 
kins, chairman. The new price sched- 
ules on industrial lighting equipment 
provide a better gross profit rate for 
the wholesaler, also a differential for 
the contractor on industrial sales. 
The committee emphasized that, un- 
less these new schedules are adhered 
to, the continued support of the 








The NEWA Staff. Alfred Byers, assistant to the managing director; E. Donald 
Tolles, managing director; Miss R. M. Cleary, secretary to Mr. Tolles, and J. C. 


Messer, the Association’s code expert. 


Radio and Tubes. Seated: D. H. O’Brien; A. S. Greenfield, chairman; L. E. 
Latham. Standing: H. E. Rasmussen; R. J. Brown. 

Refrigeration. H. O. Smith; J. H. Fisher; E. M. Graham, chairman; R. A. Riley. 

Ventilating and Air Conditioning Equipment. E. M. Graham; W. F. Perry, 
acting chairman; F. R. Elliott. Standing: H. I. Sackett and H. M. Moock. 

Wire and Cable. C. H. McCullough; G. H. Wahn; J. H. Gleason; Walter 


Williamson, chairman. 





manufacturers cannot be expected. 
The existing spread on show win- 
dow reflectors is inadequate and it 
was recommended that they carry the 
same discount schedule as commer- 
cial glassware. The growing popu- 
larity of approved student lamps was 
cited as providing a new sales oppor- 
tunity. 

Inside Construction Materials: 
Robert Beller, chairman. As the 
members of this committee were di- 
vided over the question of a mone- 
tary versus quantity resale schedule 
for wiring devices, the subject was 
referred back to the Association 
for action. Schedules on enclosed 
switches were reported to be gener- 
ally satisfactory. It was voted to 
send copies of the definition of an 
electrical wholesaler to all tape and 
fuse manufacturers. 


Lamps: S. Rosenthal, chairman. 
The Mazda lamp manufacturers an- 
nounced to this committee that, 
effective December 1, there would be 
important changes in the agency 
plan of distribution designed to 
strengthen the cooperation between 
manufacturers and agents, to elimi- 
nate many operating problems and to 
make an agency appointment of far 
greater value to the distributor than 
heretofore. Complete details were 
promised to the trade by the middle 
of November. 


Pole Line Hardware: H. B. 
Tompkins, chairman. It was re- 
ported that this committee met with 
all the pole line hardware manufac- 
turers last June and recommended a 
three step monetary resale, which in- 
creased the distributors profit rate 
about five per cent. This schedule was 
adopted and published, only to be 
upset a few weeks later by the action 
of a single manufacturer. As a result, 
the present profit is below that ex- 
isting prior to last June. The appar- 
ent hopelessness of securing the vol- 
untary cooperation of every manufac- 


turer indicates the need for proceed- 
ing under the differential clause of 
the general wholesaling code in order 
to make such cooperation compulsory. 
It was voted to change the name of 
this committee to the Outside Con- 
struction Materials Committee and 
to extend its scope to include all such 
materials except bare and weather- 
proof wire. The committee went on 
record as opposing the indiscriminate 
appointment of manufacturers agents 
and stressed to the representatives of 
manufacturers, who attended its 
meeting, the need for adopting 
NEWA’s definition of an electrical 
wholesaler. 


Refrigeration: E. M. Graham, 
chairman. The meeting of this com- 
mittee was attended by the secretary 
of the Refrigeration Division of 
NEMA and by a representative of 
the Westinghouse Electric & Mfg. 
Co. The committee went on record 
as opposing the sale of TVA models 
by the wholesaler because of the in- 
adequacy of the margins approved 
by TVA. It also pointed out that 
large retail outlets, carrying their 
own paper, were offering time pay- 
ment terms below those of the estab- 
lished finance companies and that 
this practice was equivalent to cut- 
ting the list prices set up by the 
manufacturers. It was recommended 
that a uniform and reasonable financ- 
ing plan be developed which could be 
universally adopted. 


Wire and Cable: W. Williamson, 
chairman. Improvement was reported 
during the past year in the margin 
of profit provided by manufacturers’ 
schedules, particularly on “Safecote” 
wire. Other wire items, on which 
the margin is still inadequate, are re- 
ceiving the serious attention of the 
manufacturers and the committee ex- 
pressed the belief that definite action 
would only develop if wholesalers 
faithfully and conscientiously sup- 
porting the present price structure. 
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The NE WA's Definition 


of an 


Electrical Wholesaler 


entitled to receive 
Distributor Discounts 
from Electrical Manufacturers 


44" HE term ‘Electrical Wholesaler’ as used herein is defined to mean a 
person, firm or corporation performing the functions hereinafter men- 
tioned, not less than 75 per cent of whose total electrical business is the 
sale of electrical commodities at wholesale to dealers for resale; to electrical 
contractors; to steam and electric railroads; to federal and state govern- 
ments and municipalities; to public utilities; to industrial companies which 
have electrical maintenance departments, and to manufacturers requiring 
electrical materials in the fabrication of their product. 
“Provided, however, such person, firm or corporation performs the 
majority of the following functions: 


|. Maintains and warehouses an adequate stock of stand- 
ard electrical commodities sufficient to supply the trade. 


2. Maintains delivery service and facilities for pick up 
service. 


3. Maintains a selling organization trained to promote, 
specify and quote on electrical commodities, and to 
properly handle matters of service or misunderstand- 
ing with customers. 


4, Distributes catalogs showing and describing the most 
essential items in common use in the industry. 


5, Extends justified credit to the buyers within his terri- 
tory upon reasonable terms, and does not perform 
such wholesale functions to secure wholesale prices 
for the benefit of associated or allied persons, firms 
or corporations.” 





George Steiner, Chicago; Walter Kiefer, Peoria; T. H. Brindley; E. K. Burk- 
heimer; A. I. Appleton; S. Beck, Central Electrical Supply Co., Denver; C. L. 
Steeber and R. J. Koehr, both of Chase Shawmut Co. 


Nat Brenner, Amber Electric Co., Chicago (smoking cigar), and D. Dobkin, 
also of Chicago (with cane in hand), came into the lobby like a couple of celebrities 
and were immediately surrounded by curious manufacturers and wholesalers who 
wanted to know where all of the night life was coming off. On the left is G. W. 
Sutton, Electrical Wholesaling; Frankenbush, Hawkins Electric Co.; Nat Brenner; 
Arthur Lubeck; L. Swartz; D. Dobkin; H. D. Roseth and Nat Gertler. 


All the smiles belong to U. S. Rubber Co. men. The serious fellow is Arch 
McKay of McNaughton-McKay Electric Co. Starting at the left: M. P. Lewis; 
Arch McKay; C. W. Higbee; E. L. Nowlin; E. F. Busdieker and H. J. MacDonald. 


Detroit wholesalers, equipped with canes made from Clayton Mark thin wall 
tubing, line up from left to right: W. Turner; W. L. Startsman; T. E. Lowe; L. J. 
Harvey; O. R. Blumberg; Clarence Bull and Donald W. Droll, manager of conduit 
sales, Clayton Mark & Co. 


More wholesalers pose with their Clayton Mark canes. Starting on the left is 
Donald W. Droll, manager of conduit sales, Clayton Mark & Co.; S. A. Cohen, 
Standard Electric Co., Pontiac; R. E. Mozenay, Columbia Electric Co.; I. M. 
Popkin, manufacturers’ representative; L. H. Splance, Columbia Electric Co.; R. 
W. Collins of Popkin Bros. and John L. Popkin, Electric Supply Co., Grand Rapids. 
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Men You Should Know 


WALTER J. DRURY 


Eastern District Manager, Graybar Electric Co., 


New York City 


a young man walked out of the 

portals of Purdue University 
armed with a Bachelor of Science de- 
gree in electrical engineering. He 
was not alone. At his side walked a 
number of others, similarly equipped. 
Their formal education was behind 
them and they were setting out with 
high hopes to clear for themselves a 
path to a living and a career in a 
world that was beginning to move at 
a dizzy pace. 

But this particular young man was 
different than most of his com- 
panions. He had more in his mind 
than an ideal and more in his heart 
than hopes. He knew what he 
wanted and he had a pretty good idea 
as to how he could make a good 
start towards the goal. 

So he turned his footsteps straight 
towards Chicago and the plant of the 
Western Electric Co. Two days be- 
fore the Fourth of July holiday, he 
got his name on the payroll with the 
modest title of “switchboard instal- 
ler”. That little notation signalized 
the beginning of a career in the elec- 
trical industry that was to carry 
Walter J. Drury to the managership 
of the eastern district of the Gray- 
bar Electric Co. and to the chair- 
manship of the executive committee 
of the National Electrical Whole- 
salers Association. 

Mr. Drury retired last month as 
leader of the wholesalers’ group after 
a two-year term which was probably 
one of the most vital periods in the 
history of the Association. The dis- 
rupting problems arising from the 
economic troubles of late ’32 and the 
financial troubles of early ’33; the 
knotty difficulties encountered in se- 
curing a code for the industry—all 
of these factors combined with the 
more normal perennial problems to 
give Mr. Drury one of the most try- 


ing chairmanships in the history of 
NEWA. 
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T sone years ago last summer, 


® A Promoter 


of Harmony 


One has only to lis- 
ten to the expressions 
of regret from all sides 
at his retirement, to 
realize just how well 
and how fairly he car- 
ried out the job to 
which he was called. A 
hard and tireless work- 
er himself, Mr. Drury 
has that rare ability of 
being able to draw 
from his associates, the 
best and the most that 
is in them. It is this quality, coupled 
with his knowledge of the electrical 
field and the wholesaler’s relation to 
it, that is probably chiefly respon- 
sible for his remarkable stewardship 
of the high office that was entrusted 
to him. 

Walter Drury’s capabilities as well 
as his possibilities were discovered 
early in his work with the Western 
Electric Co. by his superiors. Less 
than six years after he was put on 
the Chicago payroll, he was ap- 
pointed a telephone specialist at the 
company’s office in St. Louis. He 
handled this job so well, that the 
powers that be waited less than two 
years to transfer him to New York 
to serve in the general telephone 
sales department. That was in 
April, 1912. 


PPARENTLY that job was con- 
sidered only as a stepping stone 
to bigger and better things, for in July 
of the same year he was given his first 
executive position with the company 
as sales manager at the Dallas branch. 
Progress from that point on was ex- 
ceedingly rapid. In five years he had 
won for himself the managership of 
the Cleveland house and in less than 
two years he was called to New York 
again. This time it was to serve as 
sales manager. His appointment to 
his present post of eastern district 
manager came in 1923. 


For the past two years, as chairman of 
the executive committee of NEWA, 
Mr. Drury has done much to promote 
harmony within the industry. He be- 
lieves that all electrical wholesalers 
should stand shoulder to shoulder and 
present a united front in their deal- 
ings with manufacturers 


While he has been serving his own 
company so faithfully and so well, 
he has found plenty of time for ac- 
tivities designed to promote the gen- 
eral good. His work with the 
NEWA is but one of many ex- 
amples. The New York Electrical 
League claimed his services for two 
years in the role of president, and for 
five years he contributed his time and 
his efforts to the New York Elec- 
trical Board of Trade as vice-presi- 
dent. 

With all of these demands on his 
abilities and his energy, Walter 
Drury has found time to be one of 
the most thorough-going executives 
in wholesaling ranks. Those who 
work under his direction respect and 
admire him. He has a reputation for 
getting things done. He never asks 
the impossible but he is never satis- 
fied with less than the attainment of 
all possibilities. No detail of opera- 
tions is beyond the reach of his fin- 
ger. 

Thirty years is a lot of time to de- 
vote to one organization and one in- 
dustry, but Walter Drury should 
have no regrets. His is a rare record 
of steady growth and _ constant 
achievement. 
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Ges Western 






presents an opportunity 


FoR over 25 years the large users of fuses have known the 
superior quality of Great Western products. Consequently 
we have built up a sizeable business on renewable cartridge 
fuses and links with transportation companies, large industrials, 
central stations and commercial institutions. Practically every 
user of fuses knows the quality. They know too the progres- 
siveness of the company that sturdily stands behind this supe- 
rior product. 


Today a vast and established fuse and link business heretofore 
handled direct from factory to consumer is to be put through 
the wholesalers whose stability and organization are equal to 
this privilege. 


The Great Western Fuse Company wants 
to hear from electrical wholesalers who are 
interested in increasing sales and profits. 
















Great Western Fuse Company 


GENERAL OFFICE 
1535-36 Chrysler Building New York City 
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LA MAR LAG LINKS 


are of special design and are composed of 
a scientifically treated metal. They meet all 
Lag requirements and specifications, and are 
standard and interchangeable. They will 
protect the circuit against dangerous over- 
loads and also from useless shut-downs 
caused by harmless overloads and surges. 
They blow safely and promptly on short cir- 
cuits. They will save you both time and 
money by eliminating unnecessary  shut- 
downs. They are the result of 25 years of 
scientific development and research. 


UNDERWRITERS’ LABORATORIES 
INSPECTED 


All Standard Sizes 
250 volts and 600 volts 
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Sam Houston 


American soldier born in 
Virginia 1793. Fought under 
Andrew Jackson in war of 
1812. Fought for Texas in 
its war with Mexico. De- 
cisively defeated the Mexi- 
cans at the battle of San 
Jacinto in 1836. He was 
made the first president of 














Texas. Upon its annexation 
to the United States he was 
sent to the United States 
Senate. Died in 1863. 












SWITCHES 


When Sam Houston fought for Texas in 1836 the Colt 
Company was already in existence. Since that time 
there has been a steady growth so that today the 
Colt-Noark line of safety switches, meter service 
switches, motor starters, enclosed cartridge fuses 
and service boxes are universally preferred by 
the electrical industry. 


Wholesalers, intent upon making sales history with a 
history-making line, should write for information today. 


COLT’S PATENT FIRE ARMS MFG. CO. 


Pioneers of Protection Since 1836 


ELECTRICAL DIVISION HARTFORD, CONN. 


Boston Chicago New York Philadelphia 
Pacific Coast Representative: H. B. SQUIRES CO.—SAN FRANCISCO, LOS ANGELES, SEATTLE 
EW-11-34 








McGraw Medal Awarded to 


WALTER J. DRURY 


Presentation of wholesalers’ award 
made before the NEWA convention at 
Detroit on October 16. J. S. Tritle 
of the Westinghouse Electric and Mfg. 
Co. chosen to receive the manufac- 
turers' medal 





WO national associations of the electrical industry, at their conventions, 

held the same week, honored the men who have led the struggle for 

self government under the codes, by selecting them for the James H. 
McGraw Award. On October 16, in Detroit, Walter J. Drury, chairman 
of the executive committee of the National Electrical Wholesalers Associa- 
tion, received the electrical wholesalers medal for 1934 and on October 19 
in Chicago, the electrical manufacturers medal for 1934 was presented to 
John S. Tritle, president of the National Electrical Manufacturers Asso- 
ciation. 

Under the terms of the award, both associations appoint committees 
of judges to select for the award that individual who has made the most 
outstanding contribution to the advancement of these two branches of the 
electrical industry. For NEWA the selection was made by J. L. Buchanan, 
B. W. Clark, W. J. Kranzer, L. E. Latham and D. E. Tolles. For NEMA 
the committee consisted of F. C. Jones, G. O. Mason, D. G. Phelps, E. O. 
Shreve and W. E. Sprackling. In each case, the award was given to the 
man who has headed the industry through this difficult period of code 
making and reorganization which followed the enactment of the National 
Industrial Recovery Act. It offered a welcome opportunity to give recog- 
nition and express appreciation to these two men who—each in his own 
way—have given so unselfishly of their time, thought and energy in serv- 
ing their industries in this critical time, far beyond the measure of their 
official obligation. 

The awards were presented by Earl Whitehorne, in behalf of Mr. 
McGraw. Mr. Drury is the fourth electrical wholesaler to receive this honor 
since these awards were established by James H. McGraw in 1924. Previ- 
ous awards of the wholesalers medal were made: 

In 1925 to William R. Herstein, vice-president, Wesco Supply Co., Mem- 
phis, “for his long continued efforts to promote better understanding of 
the problems of distributing electrical supplies.” 

In 1927 to O. Fred Rost, president, Newark Electrical Supply Co., 
Newark, “for organizing and operating a correspondence course for the edu- 
cation of wholesalers’ salesmen in the fundamentals of the electrical trade 
that they may more intelligently advise and assist their contractor-dealer 
customers,” 

In 1930 to George E. Cullinan, vice-president, Graybar Electric Co., 
New York, “for his persistent and unselfish labor for the education of the 
industry in the economics of distribution.” 
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WALTER J. DRURY 











CITATION 


Walter J. Drury, eastern district 
manager for the Graybar Electric 
Co., was chairman of the executive 
committee of the National Electrical 
Wholesalers Association, when the 
National Industrial Recovery Act 
made him responsible for the devel- 
opment of a code of fair competition 
for the electrical wholesaling indus- 
try and the organization of all the 
electrical distributors of the country 
behind a program of self govern- 
ment. The job entailed the deter- 
mination of the needs and desires of 
this large group of widely scattered 
local merchants, the consolidation of 
their objectives and the protection 
of their interests in their relation with 
the wholesalers of other industries, 
under the basic code. 


By his sound and deliberate judg- 
ment, his unfailing fairness and pa- 
tience, his instinctive diplomacy and 
fine spirit of cooperation, his gen- 
erosity of time and thought and 
above all his persistent and aggres- 
sive leadership through this pro- 
tracted period of negotiation and 
planning, he has inspired a new unity 
in the industry and achieved a prog- 
ress toward a practical coordination 
in the business of distributing elec- 
trical appliances and supplies that 
promises a lasting benefit. In rec- 
ognition of this constructive contri- 
bution to the advancement of the 
wholesaling branch of the electrical 
industry, the judges have awarded to 
Mr. Drury the Wholesalers Medal 
and Purse for 1934 given under the 
James H. McGraw Award. 























Successful Administration of Code 
Rests With Local Commissions 


Portions of the address delivered at the Detroit convention by the 
Deputy Administrator in charge of the Electrical Wholesaling Code 


NE of the most encouraging 
‘eo, developments in recent NRA 

trends is the fact that the 
problems of distribution are receiv- 
ing renewed and intelligent attention. I believe that it 
is fair to say that in the early days of NRA, most every 
one had in mind the codification of production enter- 
prises. Men like A. D. Whiteside, president of Dunn 
& Bradstreet, Dr. Kenneth Dameron of Ohio State Uni- 
versity, Dr. R. S. Alexander of Columbia University 
and their assistants fought valiantly to make it apparent 
that proper codification of production would not fully 
accomplish its ends unless at the same time there pro- 
ceeded an orderly process of codifying that portion of 
American industry which was engaged in moving the 
goods from the producer through the complex channels 
of distribution to the ultimate consumer. 

For some time, however, the problems of the distrib- 
uting trades were viewed in the same light as were the 
problems of production. For many years economists 
and statesmen had realized that the chief cause of crises 
and depressions was not so much the lack of a sound 
capital structure of production as it was the disorderli- 
ness and haphazard system of uneven distribution. It 
was not until recently, however, that the “powers that 
be” realized that the axioms which might govern manu- 
facturing would not equally hold true for distribution. 

It was my privilege, just last week, of seeing the new 
chart for the proposed organization of the Distribution 
Division of NRA, and from a quick and hasty perusal 
of that tentative chart, I think it safe to assert that the 
reorganization of NRA will find distribution in a much 
stronger and favored position than it has been in the 
past. Moreover, enlightened manufacturers are grad- 
ually coming to the conclusion that codes covering manu- 
facturing alone can only partially solve their difficulties, 
and that unless the distribution of their products is ade- 
quately and intelligently codified and administered, the 
benefits which would otherwise accrue through the 
codification of their production activities may well be 
lost. 

Recent speeches of NRA leaders, recent rulings on 
controverted policies, recent office orders and memo- 
randa which act as guides for those of us who are ac- 
tively engaged in the administration of distribution 
codes, make it apparent that NRA is becoming distribu- 
tion conscious, and that a new philosophy of thinking 
will guide the recovery unit in dealing with the prob- 
lems which are inimitably and uniquely those of dis- 
tribution. The entire question of differentials between 
wholesalers and retailers, the place of wholesalers and 
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By EDWARD O. MATHER 


Assistant Deputy Administrator, 
National Recovery Administration 


distributors in the economic picture, 
the status of manufacturers distrib- 
uting to the same class of customers 
as do wholesalers under codes dealing 
with wholesalers or distributors—all these and many 
more similar problems are now being actively studied. 
I firmly believe that in the new reorganization of NRA 
—a reorganization which, despite the many conflicting 
newspaper reports concerning its chief figures, is pro- 
ceeding in orderly fashion—distribution trades will truly 
find their place in the sun. 

As rapidly as is cognizant with good administration, 
all distribution codes are being placed in one division, 
and when the reorganization is complete, it is my own 
personal and strictly unofficial opinion that we shall find 
in one homogeneous set-up all the codes dealing with 
the distribution of manufactured goods, with the pos- 
sible exception of certain distribution codes which are 
so closely allied with the production codes that to sep- 
arate them would bring, not harmony but chaotic con- 
flict. For that reason, it seems clear that in the months 
to come many of the puzzling problems which confront 
the distribution trades will be solved—and solved well. 

You, yourselves, know how conflicting are the opin- 
ions which even the best informed and most enlightened 
members of your trade have concerning the more funda- 
mental of your problems. I have never attended a pre- 
liminary conference, nor a public hearing, nor a post- 
hearing conference; I have never called a meeting of 
more than two people, that a deep and sometimes almost 
irreconcilable conflict did not develop between two 
opposing interests. This whole business of codification 
is something new, something unprecedented, in the eco- 
nomic, political, and legal history of our country. And 
so, if we proceeded slowly, if we still proceed not as 
quickly as you gentlemen sometimes desire, with perhaps 
frequent stumbling, in our search for the light that will 
lead the entire nation out of the morass of the last five 
years, I hope and pray that you will restrain the some- 
times almost overwhelming desire to curse our slowness. 

It is trite but true that Rome was not built in a day, 
and certainly it is too much to expect that an empire of 
industrial peace and prosperity, an empire that can en- 
dure attacks from within and without our economic 
frontiers, can be built in a little over 15 months. You 
will find that within the next few months we shall have 
sorted out the chaff from the grain and that we shall 
have retained in a permanent form that which our ex- 
perience has taught us is good and workable. And the 
new emphasis on the problems of distribution bodes 
exceeding good for your trade. 
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The true criterion of success in the administration of 
your code lies entirely within your ranks. NRA should 
and can give you proper code provisions. Because of 
the limitations of the Recovery Act and its legal impli- 
cations, we cannot always give you the exact code provi- 
sion that you desire or that you feel meets a need within 
your trade. But NRA can and will give you stricter 
enforcement. This is not an idle boast. From code 
making we have turned to code administration, and 
within this latter field of endeavor, tighter enforcement 
is the goal of everyone connected with the organization. 
More and more trained and skilled men are being sent 
into the field. More and more successful cases are being 
tried or settled each day. I honestly believe that the 
next 30 or 60 days will convince you that enforcement 
of the workable provisions of your code can be quickly 
secured. But with this NRA has pretty much fulfilled 
its task. The rest of the job is up to you. We can 
dramatize the Blue Eagle until for a time every one is 
conscious of its meaning and its power. But it is up to 
you gentlemen to carry on the unceasing campaign of 
education which will make the members of your trade 
realize that in the end they cannot survive by continuing 
in the practices that are forbidden by your code. It is 
up to you gentlemen to govern your trade in such a 
manner that a minimum only of governmental super- 
vision and control is necessary. 

A large number of the members of the trade seated 
before me this afternoon are on local Code Commissions. 
I want at this time to convey my congratulations to the 
Divisional Code Authority for the careful and expert 
manner in which they picked the members of these com- 
missions. I frankly do not know of any distribution 


code, with the possible exception of the retail code, 
which has a more active or high grade personnel than 
does your trade. 





More Convention Groups: (1) J. R. Cook, Arrow-Hart & 
Hegeman; A. R. Johnson, Sola Electrical Co.; Walter G. 
Michel, general sales manager, Great Western Fuse Co.; F. C. 
LaMar, president, Great Western Fuse Co.; R. L. Wildauer, 
Arrow-Hart & Hegeman; G. C. Barry, general sales manager, 
Arrow-Hart & Hegeman. 

(2) H. H. Norton, Detroit representative for Frank Adam 
Electric Co., R. A. Riley, Graybar, Dallas, and Fred Adam of 
Frank Adam Electric Co., St. Louis. 

(3) The photographer and William G. Campbell, sales engineer, 
Enameled Metals Co., were out to get the sun when Mr. and 
Mrs. Tafel drove up from Louisville, Kentucky. 
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In the long run, the success or failure of your code 
will depend almost entirely on the work of these local 
commissions. Administration from one central point 
will never provide the control and supervision so neces- 
sary in this trade. For that reason the work of the 
local Code Commission is of vital necessity, and extreme 
importance. 


ONSTANT contact with the Divisional Code Au- 

thority and, through it, with those in NRA in active 
charge of the administration of your code, will, I am 
certain, bring definite and profitable results. It is per- 
haps needless for me to say that the Distributing Trades 
Section is always ready to do all in its power to further, 
in accordance with recognized NRA policies, the work 
of the local commissions in supervising and enforcing 
the provisions of your code. While we may not always 
be able to give you all that you may desire, at least 
I believe that I can promise you a definite answer rela- 
tively quickly. 

It is to the local commissions that we must look for 
those suggestions which will enable the Divisional Code 
Authority and NRA to close the loopholes through 
which the chiselers are evading the provisions of the 
code. If you gentlemen in the various districts will only 
point out to us the weak and the strong features of the 
code, will only invite our attention to suggestions that 
may tend to strengthen your code, you will be rendering 
an inestimable service, not only to the members of your 
trade in your particular region but directly to the entire 
trade. 

We have yet a long way to go before we achieve the 
perfection in code administration that is, I am sure, the 
fervent and sincere hope of all of us. With your sym- 
pathetic cooperation I can confidently say that we shall 
accomplish the task still remaining in front of us. 





(4) The Trumbull (Cheer) Trio in attendance were Ben Hall- 
berg, Chicago; L. L. Brastow, sales manager, Plainville, Conn., 
and Detroit representative C. L. Baier. 


(5) The gentleman sitting in the sun’s rays on the left is Frank 
Argast of Hatfield Electric Supply Co. of Indianapolis; Homer 
Riddell, of BullDog Electric Products Co.; Edward Dunn and 
Paul Thatcher also of BullDog. Standing is Wm. Heaps of 
Electrical Wholesaling, and Jess Mitchell of BullDog. 


(6) Morris H. Blumberg, wholesaler, head of the Madison 
Electric Co. of Detroit, is trying to sell manufacturer Irving 
(Ettco) Trattler a shiny Detroit product. 
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Better Seeing—The New Approach 
to Commercial Lighting Sales 


Aggressive utility activities are resulting in an increasing demand for 
glassware, hangers and accessory equipment. The wholesalers who secure 
this business will be those who keep their stocks up and their eyes open 








HE electrical industry is ex- 

panding. Utilities all over the 

country are increasing the per- 
sonnel of their lighting service de- 
partments. Their goal is more business. Their program 
is Better Light—Better Sight. 

This new approach to lighting sales is based on facts 
revealed by researches in seeing. These researches estab- 
lish for the first time a definite partnership between light 
and vision and bring about a new lighting philosophy that 
has real customer appeal, because for the first time light- 
ing is being translated to the layman in terms of its effect 
on the visual sense; the dominant factor in human be- 
havior and the one responsible for most of the usefulness, 
happiness and comfort of the individual. Even though 
people may be passively interested in light and even indif- 
ferent about their eyes, they are nevertheless vitally inter- 
ested in the partnership result—Better Sight. 

Will this new approach program of the utilities help 
the wholesaler to increase his volume of business? This 
question is answered by E. Donald Tolles, managing 
director of NEWA, who comments on the “Better Sight” 
movements as follows: “It seems assured that the en- 
larged program will prove a boon to the cooperating 
industries and institutions engaged in the important work 
of eyesight conservation. 

This aggressive utility activity is going to result in an 
ever-increasing demand for glassware, hangers and acces- 
sory lighting equipment. Utilities do not, in general, mer- 
chandise this equipment and herein lies an opportunity 
for the wholesaler who has foresight to anticipate this 
demand and the courage to stock up accordingly. 

The wholesaler will find it advantageous to keep in close 
touch with his local utility. By so doing he will know 
what prospects are contacted from day to day, what recep- 
tion they gave to the lighting story and whether or not 
they are in the market for lighting equipment. Then, too, 
the utility is constantly receiving calls from commercial 
accounts who are changing their location and desire a 
discontinuance of service at one place and its establish- 
ment at another. Contact with the utility will keep the 
wholesaler advised of these changes. A check on the 
new location may show that the existing lighting equip- 
ment is obsolete or inadequate and consequently should 
be replaced by modern luminaires. 

Every prospect is a human question mark whose nat- 
ural reaction when approached on the subject of lighting 
is—Why Should I Buy? Obviously the wholesaler must 
have at his command plenty of logical sales facts if he 
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By DEAN M. WARREN 


Engineering Dept., General Electric Co., 
Nela Park, Cleveland, Ohio self. 


is to successfully answer this ques- 
tion and get some business for him- 
There are many available. 

Space limitations, however, permit 
the discussing of but a few of the most important ones. 

Today’s merchant is really selling to human eyes. When 
Mrs. Buyer goes shopping she is really going seeing. 
Practically everything that she buys today is purchased 
on impressions and more than 80 per cent of these impres- 
sions come through the eyes, which, as we know, are blind 
without light. Nor is the problem just one of being able 
to see plainly. We can see plainly under a very low level 
of illumination if we but take the time to do it. The 
problem is radically different today because we are living 
in an age of speed. The automobile has replaced the 
buggy, the airplane competes with the train, even the 
pedestrians on our sidewalks go to and from their work 
and pleasure faster than ever before. The merchant of 
today is selling to eyes that are moving at a higher rate 
of speed than ever before and his lighting problem changes 
accordingly. 

In the past, show window lighting was sold on the basis 
of its stopping power. Today, however, we know that 
lighting can only stop about 20 per cent of those who 
pass, and we accordingly turn our attention to the remain- 
ing 80 per cent. An investigation of this group indicates 
that the average person among them passes a show window 
in about three second’s time. This means that the merchant 
has but three seconds in which to get across a sales idea. 

This can best be done by: displaying one idea at a 
time ; using silhouetting wherever possible; balancing the 
lighting—half available wattage for general lighting, half 
for floodlighting the single idea, and by using color when 
practicable. 

The three-second window is not intended to supplant 


the shopping window, the one designed for the 20 per cent. 


class. It really supplements it. The two should be used 
intermittently to meet the merchant’s problem. 


Gor lighting inside the store is responsible for many 
direct benefits such as: a more cheerful sunny atmos- 
phere—attraction of a larger and finer clientele—happy 
and efficient employees and salesmen relieved of eyestrain 
and general fatigue—reduction of selling time from 18 
to 20 minutes per sale to 11 and 12 minutes, thereby allow- 
ing same sales force to handle more customers—customers 
and salesmen recognize fabrics quicker which means fewer 
mistakes and mismatching—cuts down sales resistance— 
displays goods to best advantage—increases average sales 
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per customer, How many merchants realizeall this ? 


The lighting found in the average office building 
today is inadequate from the standpoint of better 
seeing. A Babson report offers the following 
comment: “Clerks in many offices will increase 
their output if they are given more light. Although 
American business offices are on the whole well il- 
luminated, yet recent tests have shown that dou- 
bling the artificial light would earn, through speed- 
ier work and decreased mistakes, at least 10 times 
the cost of electricity. Four thousand tests of 
speed and accuracy in typing from printed copy 
and in transcribing shorthand notes indicate that 
straight typing would be increased by at least 10 
per cent by additional lighting, and transcribing 
output would be stepped up 20 per cent. Work 
requiring still more accurate use of the eyes, like 
bookkeeping, filling out blanks, searching through 
indices, or drafting of any kind, would be still further 
speeded up by plenty of light. One drawback to improve- 
ments in lighting arises from the fact that conditions often 
appear to be satisfactory and no 
requests come from the workers 
for extra illumination. It is up 
to the office manager to study his 
lighting requirements and if he 
takes the initiative along this line 
any expense will be quickly repaid 
by the increased efficiency of his 
workers.” 

Present lighting costs from a 
quarter to one-half of one per cent 
of total office expense (rent, of- 
fice supplies, telephone, salaries, 
etc.), yet illumination effects 
every phase of office efficiency. 
The use of higher levels of illu- 
mination gradually improves the 
visual acuity of the worker and 
enables a greater proportion of 
the energy available for work to 
be converted into useful work. 
Doubling the illumination, as sug- 
gested in the Babson report, would increase the office 
expense only a quarter to one-half of one per cent and 
would pay for itself 10 times over. 





A good system of artificial lighting handicaps no clerk in her seat location 
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The "Light for Seeing” Demonstration Kit, a 
creative sales tool 





Natural lighting is no substitute for artificial. 


During recent months, practical application of demon- 
stration equipment and educational material relative to 
lighting for seeing have proved unusually effective in 


selling better commercial and in- 
dustrial lighting. As a result of 
these preliminary tests, the new 
“Light for Seeing” Demonstra- 
tion Kit has been developed. In- 
itial work with this kit has proved 
to be highly satisfactory, and the 
new features incorporated in the 
presentation of the story it tells 
add considerably to its effective- 
ness in making a favorable im- 
pression on the customer. 

The new kit, as a lighting sales 
tool, is distinctively creative in its 
customer approach. In this re- 
spect, its sales value is consider- 
ably more direct than other kits 
which were designed primarily to 
show the customer how he could 
obtain more value from his pres- 
ent lighting dollar. The new kit 
introduces the subject of lighting 


from the standpoint of why the customer is actually buy 
ing light and goes directly into the question of the amount 
and quality of the light that best suit his requirements. 


Essentially the purpose of the new kit is to dem- 
onstrate to the customer, at his own place of busi- 
ness, the features of quantity and quality of light, 
and through the points brought out in demonstra- 
tion set up in his mind doubts as to the adequacy 
of his present lighting. This establishes such con- 
fidence in the salesman that the customer either 
requests a lighting survey or else is induced to 
seek information from the demonstrator when- 
ever he contemplates a change. 

The public is becoming seeing-conscious, and 
the new sales technique will translate this con- 
sciousness into actual orders for lighting equip- 
ment. 


Editor’s Note: Next month Mr. Warren will present 
some strong selling arguments for better lighting in 
schools, also information on how much light to rec- 
ommend for the interior lighting of stores and offices. 
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The Better Housing Program 








How Wholesalers Can Cooperate 
with the Better Housing Program 

1. Look over your own home, store 
and warehouse premises and undertake 
needed repair work now. 

2. Pass the thought on to employees 
and customers so that they may take 
advantage of the Better Housing Plan 
to have necessary repairs and additions 
made to their own homes. (Information 
booklets may be obtained from FHA 
upon request. ) 

3. As an individual and as a busi- 
ness organization, help promote the local 
community campaign by participation, 
by personal cooperation and advice, and 
by financial help. 

4. Investigate your own line of prod- 
ucts to see which ones will fit into the 
plan, and make aggressive efforts to 
promote such products in connection 
with the program. 

5. Incorporate reference to the plan 
in your own advertising and on your 
letterheads. 

6. Make reference to the plan in any 
radio programs you may be sponsoring. 

7. Study the whole program and make 
your suggestions to the Federal Housing 
Administration for changes, improve- 
ments, additions, which would make it 
more effective. 

8. Talk to business friends and per- 
sonal acquaintances, and assist in pub- 
licizing the program. 

9. The Federal Housing Administra- 
tion will supply mats and electrotypes 
in various sizes for use by business 
firms on letterheads and in advertise- 
ments, bulletins, publications, etc. These 
emblems may be obtained free of charge 
from the Advertising Material Section 
of the FHA. 

10. The Federal Housing Administra- 
tion will make Joan of “visomatic” pro- 
jectors for giving automatic illustrated 
lectures, explaining the Better Housing 
Movement. These can be effectively 
used in reaching groups of contractors, 
builders and other assemblages. 
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Rising Sales Reflect Gain of 
Modernization Program 


The building trades, finally, have taken 
a turn for the better, and manufacturers 
of builders’ supplies report the largest 
orders in more than two years, accord- 
ing to Dun & Bradstreet’s trade review. 
Gains of 50 per cent and more over last 
year’s bills for repairs are reported in 
many districts, even though the loans un- 
der the provisions of the National Hous- 
ing Act are being issued at a slow rate, 
as yet, in some parts of the country. 


Residential building is gaining, and the 
promotion of the home modernization 
and repair program is being launched 
strongly in some districts, with the re- 
sponse showing that the field is ripe for 
concerted action in this division. 
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Contractors Form Cooperatives 


to Sell Modernization 


A general contractor who is quali- 
fied to give an accurate estimate and 
prepared to deliver a thorough-going 
modernization job complete in all its 
details to a property owner has a dis- 
tinct advantage over the independent 
carpenter, mason or plumber in landing 
his contract. 

In consequence these independents, to- 
gether with the painting, electrical, 
sheet metal and other contractors, in 
cities where the Better Housing move- 
ment is now beginning to operate at 
high speed, are cooperatively banding 
together and forming general contract- 
ing companies on a partnership basis. 
Early reports received by the Federal 
Housing Administration indicate that 
this united action is producing gratify- 
ing results. 

There are a number of indisputable 
arguments in favor of the one flat, all- 
inclusive estimate on the cost and the 
subsequent delivery in “capsule form” 
of a first class job of a renovation, as 
against separate negotiations of con- 
tractors who are familiar only with the 
business of the trades they represent. 

Members of these cooperatives con- 
tinue to function as leaders in the trades 
with which they are directly connected. 
They make their inspection of the prop- 
erties to be repaired and improved then 
prepare their bids. Instead of submitting 
these estimates to the property owners, 
however, they turn them in to the agent 
of the cooperatives. If the moderniza- 
tion job calls for the employment of 
painter, heater and plumber, carpenter, 
mason, electrician, roofer, sheet metal 
worker and plasterer all submit their 
bids to the cooperatives. When the con- 
tract is obtained and the work completed 
they collect their share of the total. 

The property owner likewise shares 
in the advantages offered by such a set- 
up. He knows precisely what the full 
job is going to cost him at the outset and 
deals with one instead of a group of con- 
tractors. Masons, carpenters, plumbers, 
etc., being members of the organization 
know just when the job will be ready 
for their workmen and lost time is 
avoided. Nor does the individual lose 
time in attending to the financial as- 
pects of the matter, since this can be 





Department Heads: 


James P. Cum- 
mings (left) is manager of appliance 
sales and James Mullen directs the elec- 
trical supply department of the Schwa- 
bacher Hardware Co. of Seattle, Wash. 





handled by the secretary of the cooper- 
atives. 

The outstanding benefit to be found 
in such an arrangement, however, is that 
it simplifies and puts on a practical basis 
the solicitation of new business for the 
building trades. 
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Equipment Eligible for Loans 
Under Better Housing Program 


A check-up of the latest list of equip- 
ment considered as “built-in” under the 
regulations of the Federal Housing Ad- 
ministration, and therefore included in 
improvements which may be financed 
by insured loans, should prove of interest 
to distributors of the following electrical 
equipment : 

Individual lighting plants and equip- 

ment 

Non-detachable heating systems and 

equipment (coal, wood, oil, gas or 
electricity) : . 
Domestic water heating equipment 
Oil burners, including oil storage 
equipment and thermostatic con- 
trols 

Heating control devices 

Automatic stoking and ash removal 

equipment, if permanently installed 

Lighting fixtures if integral part of 

wiring or gas system 

Radiation, if part of heating system, 

including unit heaters 

Water works system. , 

Wells and cisterns, including pumps 

and wind-mills 

Air-conditioning equipment 

Humidifying equipment, if built-in 

Built-in ventilating equipment, includ- 

ing fans 

Forced heat circulating equipment 

Sprinkler systems 

Fire and burglar alarm systems 

Elevators and dumb waiters 

Kitchen units, if built-in 

Electric ranges if permanently at- 

tached to wiring system 

Built-in refrigerators, including auto- 

matic refrigeration if permanently 
attached to wiring 

Automotive garage door openers 

Ordinarily considered as “movable 
equipment but which will be considered 
eligible when built-in are the following: 

Radios 

Electric fans 

Ranges and stoves 


Vacuum cleaners 
Single-unit air conditioners 
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WITH THESE NEW ADDITIONS TO THE 
BULLDOG SERVICE EQUIPMENT LINE 
YOU CAN CASH IN ON N.H. A. PROJECTS 


Equipped with Solderless Connectors, these 
items provide, in neat compact cabinets, an 
entrance or range switch with lighting circuits. 





They conform to the definitions of "externally 





operable" and "sealable equipment" as expressed 
in Article | of the 1933 National Electrical 
Cat. No. 55200 


Dead Front Service Code. Cat. No. 55206 


or Range Switch Dead Front Service or 
Range Switch with 
6 Plug Fusible Circuits 











Cat. No. 55202 


Dead Front Service 
or Range Switch with 
2 Plug Fusible Circuits 


Cat. No. 55208 
Dead Front Service or 
Range Switch with 
8 Plug Fusible Circuits 





Catalog No. 551206 





This provides 2 60-amp., 3-pole solid neutral 
SAFtoFUSE Switches and 6 30-amp. plug fusible 











circuits. 
Cat. No. 55204 Cat. No. 55210 

Sect Cita Hintin Two of the plug fusible circuits may be used as Deed Front Sevviee er 
or Range Switch with di h Pere Range Switch with 
4 Plug Fusible Circuits. a direct water heater circuit. 10 Plug Fusible Circuits 
Safety Switches—Fusenters Be BUStribution SYSTEMS—SAFtoSWITCHBOARDS 
SUPERBA Lighting Panels & Cabinets Se a7 ' KbI-DUCT—Trol-e-DUCT—Bus-DUCT 

e SAFtoFUSE Feeder Panels & Cabinets ~\ Circuit Breaker Type Panels & Cabinets 
) 





BULLDOG Evedrit ‘PropucTs Co. 
DETROIT MICH. U.S.A. 
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Latest Code Developments 








F. S. Blanchard Appointed to 
General Code Authority 


F. S. Blanchard has been named to 
succeed Dr. R. S. Alexander as Federal 
Administration Member of the General 
Wholesaling Code Authority. Mr. 
Blanchard will serve for a period of six 
months. 

Vv 


Hearing Held on Non-Metallic 
Flexible Conduit Code 


A public hearing was held in Wash- 
ington, October 12, on the proposed sup- 
plemental code of fair competition for 
the non-metallic flexible conduit indus- 
try, a subdivision of the electrical 
manufacturing industry. This industry 
is defined in the code as follows: “The 
term ‘non-metallic flexible conduit sub- 
division’ of the electrical manufactur- 
ing industry, or ‘subdivision’ as used 
herein, means promoting the manufac- 
ture, and/or the manufacture, for sale 
of braided, woven or knit fabric tubing, 
either untreated or coated or impreg- 
nated with compounds to reduce igni- 
tion and absorption, for use as mechani- 
cal protection for electric wiring, auto- 
motive, and other purposes ; which prod- 
ucts shall hereinafter be referred to as 
‘loom’.” 

Other code provisions include price 
filing, classification of customers, terms 
. and conditions of sale and selling below 
cost. 

The following uniform sales plan is 
proposed: “The Supervisory Agency 
may approve a uniform selling plan in 
respect to any loom, establishing a defi- 
nite classification of customers, discount 
schedules to each class, terms of pay- 
ment and other conditions of sale pro- 
vided such plan has received the affirma- 
tive approval of at least 75 per cent of 
the dollar volume of sales during the 
previous calendar year for the prod- 
ucts involved, and when so approved the 
plan shall be used and put into effect by 
all manufacturers producing such prod- 
ucts, within 30 days from date of ap- 
proval by the Administrator.” 

Among the unfair trade practices pro- 
hibited by the code are: ledger balances 
and consigned stock; price discrimina- 
tion by split shipments; misbranding, 
lump sum bidding and advertising al- 
lowances. 
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Two Amendments Approved to 
Industrial Distributors’ Code 
Amendments to the Industrial Sup- 

plies and Machinery Distributors’ Code 

were approved October 2. The first 








amendment permits the Code Authority 
to incur reasonable obligations neces- 
sary to support the administration of the 
Code and enables it to submit an item- 
ized budget and equitable basis of as- 
sessment upon members of the industry 
to the National Industrial Recovery 
Board for approval. The second amend- 
ment adds new sections, sections 13 and 
14 to article VI, which provides that a 
member of the trade wishing to dispose 
of obsolete, close-out, or discontinued 
items, at prices less than his customary 
prices, shall file with the regional com- 
mittee in the area in which he is lo- 
cated, a statement showing the quantity, 
sizes, and complete description of the 
merchandise so offered for sale, and the 
reasons for such sale. On such sales all 
invoices for merchandise so sold shall 
plainly display the following words: 
“special close-out prices.” Failure to 
observe this rule or increasing such stock 
during liquidation at the special prices 
is declared an unfair method of compe- 
tition. Any distributor finding himself 
in this position shall first offer the sur- 
plus of merchandise to the manufac- 
turer thereof, and failing to dispose of 
such merchandise by this method shall 
offer same to the members of the trade 
in the regional group. The issuing of 
credit or making of cash settlement be- 
yond the recoverable value of any goods 
accepted by any member of the trade in 
exchange for or as part payment for any 
products of this trade is also declared an 
unfair trade practice. 


= 


Fan Motors to Have 
Supplemental Code 
At a recent meeting of the fan motor 
section of NEMA, held in Cleveland, 
the membership canvassed the situation 
in connection with the desirability of a 
supplemental code for fan motor manu- 
facturers. It was the consensus of opin- 
ion that a supplemental code would be 
advantageous, and authorization was 
voted for immediately taking the neces- 
sary steps to prepare and submit one. 
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Wholesale Confectioners Can Sell 
Only to Those with Code Eagles 


An amendment to the code for the 
wholesale confectioners’ industry, ap- 
proved October 8, provides that: “No 
member of the industry shall sell any 
goods, wares or merchandise (herein- 
after called goods) or services used in 
the industry to another member of the 
industry who is not in full compliance 
with the code of fair competition for 
this industry, provided that any member 








Laugh and the World Laughs With 
You: Seems to be the philosophy of 


Henry Czech, division manager of the 
Westinghouse Electric Supply Co., Mil- 
waukee. At the moment Mr. Czech was 
suggesting that someone beside him pose 
for a picture in ELEcTRICAL WHOLESALING. 
Moral: Never trust camera men. 





of the industry exercising due diligence 
in making such sale of goods or services, 
to comply with the provisions hereof, 
shall not be deemed in violation hereof. 
Delivery of a certificate of such member 
of the industry that he or it is complying 
in every particular with this code, the 
display of the proper NRA insignia or 
the publication in a newspaper or peri- 
odical of general circulation of such cer- 
tificate of compliance or insignia, shall 
constitute a good and sufficient repre- 
sentation of compliance hereunder.” 
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Electrical Contractors Commit- 
tee on Trade Practice Complaints 
The NRA has announced approval of 
the membership and plan of procedure 
for the following fair trade practice 
committee for the electrical contracting 
division of the construction industry: 
Alfred J. Hixon, Boston, Mass.; J. G. 
Livingston, New York City; F. M. 
Shepard, Philadelphia; W. W. Clark, 
Cleveland; D. B. Clayton, Birmingham; 
W. W. Ingalls, Miami; L. E. Mayer, 
Chicago; Wm. A. Ritt, Minneapolis; E. 
N. Peak, Marshalltown, Iowa; Russell 
Jacobe, Houston; S. G. Hepler, Seattle, 
and Lloyd Flatland, San Francisco. 
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Retail Trade Submits | 
Code Budget 


October 22 was the dead line for filing 
objections or suggestions concerning a 
code budget of $949,860 for the retail 
trade for the period from November 1, 
1934, to October 31, 1935. The Na- 
tional Code Authority’s estimated ex- 
penditures total $125,000. The re- 
mainder is for the estimated require- 
ments of local Retail Code Authorities. 
The suggested basis of contribution is: 
one dollar per employe, 15 cents of each 
dollar accruing to the National Retail 
Code Authority. 











RUBBER COMPANY 


announces 


A NEW BARRIER 
AGAINST WASTE... 


a new 


CONSERVATOR 
OF POWER 




















A Revolutionary 





UNITED STATES RUBBER COMPANY 
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revolutionary im 
TENSILE... FLEXIBILITY 
INDUCTIVE CAPACITY... 
DIELECTRIC STRENGTH 
WEIGHT... ELONGATION 
CENTERING... BULK... 
UNIFORMITY... 


For full information 
of this remarkable 
new DIELECTRIC 


see following page 








TE LEADER IN LATEX DEVELOPMENTS 









Electrical Properties 


Dielectric Strength 


The dielectric strength of Laytex is 
800 volts per Mil. 


Insulation Resistance 


The insulation resistance constant for 
Laytex is: K = 54,000 in the formula: 


R = K log 10 , 

R = insulation resistance in meg- 
ohms per 1000 feet 

D = diameter over Laytex insulation 

d = diameter of conductor 





Specific Inductive Capacity 


The Specific Inductive Capacity of Lay- 
tex is 2.5 


Moisture Absorption 
Moisture absorption of Laytex by 
change in Specific Inductive Capacity 
method. 

Specific Inductive Capacity one day in 
water not to exceed 4.0 


Increase in Specific Inductive Capacity 
at the end of first to fourteenth day 
not to exceed 10.0% 


Increase in Specific Inductive Capacity 
at the end of seventh to fourteenth 
day not to exceed 4.0% 


Perfect Centering of Con- 
ductor. 
Uniform Wall Thick- 
ness of Dielectric. 
Homogeneous _insula- 
tion structure, built by 
lamination. 





United States Rubber Company 





Physical and Electrical Characteristics 


of Laglex the NEW Dielectric 














A NEW Proeess of Insulating 


The unique dip or pass method of insulating utilized with LAYTEX gives: 





















Physieal Properties 








Tensile Strength 


Laytex has a tensile strength 
of 5000 Ibs. per square inch. 


Elongation 


The elongation of Laytex, 
at rupture, is 750 per cent. 








Set 


Laytex has a set of 14 inch 
in two inches stretched to 10 
inches; release; one minute 


interval prior to measure- 





ment. 






Combining Laytex and 
this new process, results 
in wires and cables that 
are lighter in weight and 
smaller in bulk. 
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The Detroit Convention 
(Continued from page 7) 
campaign of education that no one can 
survive who does not adhere to his 

code.” 

The modernization program of the 
Federal Housing Administration was 
reviewed in a paper by Alfred Byers of 
the NEWA staff, who told his audience 
that what each electrical wholesaler 
could expect from this program would 
depend upon the individual effort ex- 
pended. 

F, N. Eiseman, introduced by Chair- 
man Drury as “a pillar of the organi- 
zation”, read a paper outlining the pur- 
pose and achievements of the Electrical 
Credit Association which had been pre- 
pared by Arthur Hearl, secretary of 
ECA. 

The climax of the Tuesday afternoon 
session was the presentation of the Mc- 
Graw Award to Mr. Drury by Earl 
Whitehorne in behalf of James H. Mc- 
Graw, Sr. This wholesalers medal, to- 
gether with a purse of $100, was awarded 
to Mr. Drury in recognition of his ac- 
complishments as the industry’s leader 
in its struggle to secure a code of fair 
trade practice and to bring about indus- 
try self-government. 

Deputy Administrator Mather was 
present at the Tuesday evening session 
which was given over to discussions of 
the codes. Both the general wholesaling 
code and the electrical wholesaling sup- 
plemental code were read by Chairman 
Drury and discussed section by section. 
The intent and scope of many provisions 
were explained by Mr. Mather. 

Wednesday was Commodity Commit- 
tee Day. The reading and discussion of 
the reports of these committees occupied 
both the morning and afternoon ses- 
sions. In the discussions which followed 
the Lamp Committee’s report, it was 
brought out that the Boston Edison Co. 
had been ordered by the State Utili- 
ties Commission to reduce its rates and 
to eliminate free lamp renewals. In spite 
oi the fact that the Edison company gave 
away some three million lamps just prior 
to going off the free renewal basis on 
September 1, one Boston wholesaler 
stated that his lamp sales had since in- 
creased by 40 per cent. At the request 
of delegates from Chicago, a resolution 
was passed by the Association condemn- 
ing free lamp renewals by utility com- 
panies as an unfair trade practice. 

The Inside Construction Materials 
Committee reported that it could not 
reach an agreement as to the best type 
of resale schedule for wiring devices 
and referred the question to the entire 
membership. H. D. Roseth of Chicago 
read a paper outlining the advantages of 
the quantity basis and H. B. Tompkins 
was called upon to discuss the merits of a 
monetary schedule. Mr. Tompkins 
urged that everybody get behind which- 


ever method was selected. A vote was 
taken showing 52 wholesalers in favor 
of a quantity basis as against 42 who 
preferred a monetary basis. The vote in 
favor of a quantity resale was then made 
unanimous. 

New members elected to the Executive 
Committee to fill expiring terms were 
George H. Wahn, Boston; Philip Cass, 
Philadelphia, and T. E. Lowe, Detroit. 
H. O. Smith, Akron, was re-elected. H. 
J. Baitinger continues as chairman of 
the Atlantic Division and S. Rosenthal, 
Chicago, was elected chairman of the 
Central Division. 

At the conclusion of the Wednesday 
afternoon session, the new executive 
committee met for organization. It was 
decided that, at the next convention, two 
entire days would be given over to the 
meetings of the various commodity com- 
mittees. The committee elected Fred N. 
Eiseman, Revere Electric Co., Chicago, 
tc succeed Walter J. Drury as chair- 
man, and re-elected H. J. Baitinger as 
vice-chairman. 
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New Electrical Insulation 
Announced by U. S. Rubber 


Laytex, a new insulation which ac- 
cording to its makers, promises to revo- 
lutionize the electrical industry and to 
play an important part in the progress 
of more than a score of allied industries, 
is announced by the United States Rub- 
ber Co. This new product possesses 
properties claimed to be so superior to 
those of ordinary flexible insulation that 
in time, the manufacturer believes, all 
existing codes and specifications on wire 
insulation will have to be re-written. 


Laytex is derived directly from latex, 
the milk of the rubber tree. Through 








From Contractor to Wholesaler: 
Aberdeen, Wash., is not a huge city, still 
Walter W. Campbell figured that an 
electrical wholesaling house was needed 
there, so he changed his business from 
contracting to wholesaling and is doing 
well. Mr. Campbell heads the Indus- 
trial Electric Service Co., of that city. 


patented processes are removed all pro- 
teins, sugars and water solubles—the 
materials which are susceptible to mois- 
ture and which make a sieve of ordinary 
insulation. 

A conductor is then run through a 
series of baths of liquid and during each 
bath the conductor takes on a film of in- 
sulation which is almost immediately 
converted from liquid to solid. The liquid 
is solidified on any given section of the 
conductor before the section is in physi- 
cal contact with any mechanical support, 
and because of this, mechanical defects 
found in ordinary types of insulation are 
avoided. 

As a result of the patented processes 
of removing materials that cause elec- 
trical leakage and as a result of the novel 
manufacturing method, Laytex pos- 
sesses physical and electrical properties 
claimed to be vastly superior to those at- 
tributed to ordinary insulation. 

Elongation tests show that Laytex has 
a stretch of 750 per cent. This extra 
stretch naturally provides an important 
margin of safety. 

The tensile strength of this new in- 
sulation is 5,000 pounds per square inch, 
which approaches the tensile strength of 
non-flexible types of insulation. It is 
possible that Laytex, on account of its 
great strength and resistance to com- 
pression may be adapted to service con- 
ditions in which non-flexible metallic 
coverings are now necessary. 

Because the film of insulation is coag- 
ulated directly onto a conductor from 
a liquid state, natural laws of physics 
guarantee perfect centering and uni- 
form wall thicknesses which assure su- 
perior insulation. 

Owing to the purity and uniformity 
of Laytex, it is said to have the highest 
dielectric constant of any known flexi- 
ble insulation. Its insulation resistance 
constant is more than twice as high as 
that of the best grade rubber compound 
required by the American Society of 
Testing Materials specifications. 


Because Laytex excels in flexibility, 
tensile strength, resistance to compres- 
sion, dielectric strength and insulation 
resistance, it permits walls that are thin- 
ner but superior in both physical and 
electrical characteristics. The thinness 
of the walls makes possible smaller and 
lighter conductors. In certain applica- 
tions a reduction of 25 per cent in the 
outside diameter and 50 per cent in the 
weight of the conductor is effected. 


Successful applications of Laytex 
have already been made in many fields 
during the development period. The 
manufacturer states that this insulation 
has been thoroughly proved on emer- 
gency, or portable, telephone wire, non- 
metallic underground cables, portable 
cords, switchboard wire, blasting wire, 
shot firing wire, seismograph instrument 
wire, vacuum cleaner and radio wire. 
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While applying specific- 


ally to the drug trade, the chart repro- 
duced below shows how, in any field, 


of Commerce. 


Trends in Distribution 


ly the service type of wholesaler com- 


pletely performs all of the wholesaling 


resulting from the National Drug Store functions, and indicates that he should 


Survey conducted by the Department be compensated accordingly. 


on 
RR NEES LATA aT a a a 


Operations”, 
by E. J. Carroll, is one of the reports 


Druggists 


“Wholesale 
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is the whole story 
of VIRING DEVICES 










-all information 
on the most 

COMPLETE Wiring 
Device Line>~ 


Up-to-date List Prices are given in the combined PRICE LIST AND fo 


Jo 

INDEX in the colored section in back of book, providing for f Aswow Exectaic Division | 
’ Send Complet 

revised price information at all times. This new Catalog will — - Wing Deer : 


i 





serve you indefinitely — with reference to every Wiring , (lour name) 





Device you will sell. Mail Coupon for your copy. — | emecl Gampary) 





DIVISION 


THE ARROW-HART a HEGEMAN ELECTRIC CO. HARTFORD, CONN. f ) State) 
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BULL DOG 


FRICTION TAPE 


’ y 


| n four sizes 
I-oz. rolls 
2-oz. rolls 
4-02. rolls 


‘ 8-oz. rolls 
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peceeCPuccrsee eee renner ened The 1l-oz. and 2-oz. rolls 
. 3 are packed in display 
: containers holding 2 lbs. 
The 4-oz. and 8-0z. rolls 
in containers holding 4 
Ibs. All Bull Dog Tape is 
packed 48 lbs. to the 
shipping case. 
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Trade Associations 





Philadelphia Actively Promotes 
"Better Light—Better Sight" 


Under the sponsorship of the Electri- 
cal Association of Philadelphia the in- 
terest of allied industries has been ac- 
tively enlisted in a local “Better Light— 
Better Sight” program. A committee of 
representative citizens, teachers, radio 
broadcasters and others with a direct 
appeal to children, are cooperating with 
the Electrical Association in the under- 
taking. 


With the entering wedge of a 10 
weeks radio campaign over a_ local 
broadcasting station having a tremend- 
ous youthful following, a “Children’s 
Sight Savers’ League” has been organ- 








ized to convey the message of sight con- 
servation through better light to its 
young members, and through them, to 
the home. This broadcast is sponsored 
by the Better Sight Council of Phila- 
delphia and vicinity, a body constituted 
of representative professional, social 
and civic leaders. Membership insignia 
and a prize, a handsome study lamp are 
incentive for cooperation of the chil- 
dren in qualifying as members of the 
“Sight Savers’ League.” 
Tied in with the electrical industry in 
the activity are the recognized optom- 
etrists, oculists and opticians, the paint 
manufacturers, the lighting and allied 
industries. The campaign theme is built 
on three distinct aims, involving the co- 
operation of these allied interests and 





is broken down for popular appeal into 
“Saving Eyes With Corrected Vision— 
Better Lighting—Better Painted Walls.” 

Closely tied in with the program, the 
Electrical Association’s second lamp 
campaign, was conducted during the 


month of October. This campaign was 
directed to retail dealers, selling lamps 
throughout the Philadelphia and metro- 
politan trading area. Approximately one 
thousand dollars will be awarded to 
aggressive dealers and to distributors’ 
salesmen, who did an outstanding lamp 
selling job. 

During October lighting equipment 
salesmen participated in a sales cam- 
paign, with the inducement of cash 
prizes. 

“Better Light—Better Sight” activi- 
ties will be carried on in the territory 
for a six month period, ending March 
31, 1935. The campaign is under the 
direction of George R. Conover, man- 
aging director of the Electrical Associa- 
tion. 





ASSOCIATION 


ASSOCIATION 


ASSOCIATION 





A. J. McGivern, managing director 
Room 701, 600 W. Jackson Bvd., Chicago 


ELECTRICAL WHOLESALER’s CLUB 
OF CONNECTICUT 
J. Olschan, chairman 
147 Middle St., Bridgeport 


*EASTERN ELECTRICAL WHOLESALERS’ 


G. V. Weir, managing director 
22 East 17th St., New York City 


ELectric CLus oF DETROIT, 
WHOLESALER DIVISION 
A. H. Van Gorder, secretary-manager 
Room 607, Book-Cadillac Hotel, Detroit 


ELECTRICAL ASSOCIATION OF PHILADELPHIA, 
WHOLESALER’ DIVISION 
Geo. R. Conover, managing director 
Architect’s Bldg., Philadelphia 


*ELECTRICAL WHOLESALERS’ ASSOCIATION 
OF PHILADELPHIA 
J. W. Alexander, managing director 
816 Denkla Bldg., Philadelphia 


ELECTRICAL WHOLESALERS’ ASSOCIATION 
oF NORTHEASTERN PENNSYLVANIA 
G. V. Smith, chairman 
517 Ash St., Scranton 


*FLORIDA ELECTRICAL WHOLESALERS’ 


R. D. McDonald, secretary 
367 N. W. 6th St., Miami 


Local and Regional Associations of Electrical Wholesalers 


*CHICAGO ELECTRICAL WHOLESALERS 


IowA ELECTRICAL WHOLESALERS’ 


J. S. Kimmel, chairman 
110 E. First St., Davenport 


LEHIGH VALLEY ELECTRICAL 
WHOLESALERS’ ASSOCIATION 
W. A. Everson, chairman 
Hall and Maple Sts., Allentown 


MouHAwWK VALLEY CLUB 
A. M. Little, chairman 
501 E. Water St., Syracuse 


*NorTH CENTRAL ELECTRICAL 
WHOLESALERS’ ASSOCIATION 
W. E. Stephenson, secretary 
333 Fifth St., Minneapolis 


*NORTHEASTERN ELECTRICAL 
WHOLESALERS’ ASSOCIATION 
Almon Foster, managing director 
Room 104, 136 Federal St., Boston 


*PuGET SOUND ELECTRICAL 

WHOLESALERS’ ASSOCIATION 
R. F. Robinson, secretary 
617 Fourth Ave., Seattle 


* SOUTHEASTERN: ELECTRICAL 
WHOLESALERS’ ASSOCIATION 
H. L. Jackson, chairman 
83 Hunter St., S. W., Atlanta 


St. Louis ELECTRICAL 
WHOLESALERS’ ASSOCIATION 
M. B. Hall, secretary 
1423 Pine St., St. Louis 


*Members of the National Council of Electrical Wholesaler Associations 


ASSOCIATION 
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Cat. No. 1534 
CLOCK HANGER OUTLET 
15 Amp. 125 Volts—10 Amp. 


250 Volts 
Receptacle is recessed for plug 
Cat. No. 1533 cap and cord, allowing ok to 
OUTDOOR hang flush with wall, eliminating 
FLUSH RECEPTACLE the usual unsightly cord connec- 


ti e S li d | t ith 
15 Amp. 125 Volts—10 Amp. 040 henselae complete wi 
250 Volts 























Cat. No. 1535 Gaskets for both plate and screw 
FAN HANGER OUTLET cover make it completely weather- 


oa proof. .060 brass plate and screw 
15 Amp. ‘a baa 10 Amp. cover cadmium finished to prevent 


Clamp type—fits 4” square out- corrosion. 
Cat. No. 1532 let boxes—fan supporting screw 
FLOOR OUTLET locked in split bushing making a 


rigid vibrationless assembly. Cat. 
15 Amp. 125 Volts—10 Amp. of ; 
950 Volts o. includes .060 brass plate. 
Eliminates the nuisance and 
danger of running wire leads across 
the oor. Supplied complete with 
recessed receptacle, .060 brass 
plate and two flush screw cover 
plates. 

















Cat. No. 1538 
——=> SINGLE RECEPTACLE WITH BOX COVER 
15 Amp. 125 Volts—10 Amp. 250 Volts 


Cat. No. 1538; 

With 314 outlet box cover, cadmium finished. 
Cat. No. 1539; 

With 4” outlet box cover, cadmium finished. 


PASS & SEYMOUR, Inc. 


Solvay Station Syracuse, N. Y. 








: Cat. No. 1540 

SINGLE FLUSH RECEPTACLE 

15 Amp. 125 Volts—10 Amp. 250 Volts 
Brown Bakelite body—easy finding slots. 
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Wholesaler 


Westinghouse Electric Supply 

Appoints New Vice-Presidents 

According to a recent announcement 
by F. A. Merrick, president of the 
Westinghouse Electric Supply Co., Bon- 
nell W. Clark has been appointed vice- 
president and general manager of that 
company and both H. N. Gansman and 
R. J. Holtermann have been named vice- 
presidents. 

Mr. Clark joined the Westinghouse 
Commercial Investment Co. as a spe- 
cial agent in 1925, later becoming as- 
sistant to the vice-president, and in 1927 
receiving the appointment of general 
manager. When the company name was 
changed to Westinghouse Electric Sup- 
ply Co., Mr. Clark retained his position 
as general manager. His previous con- 
nections have been with the Robertson 
Electric Co., Buffalo, N. Y. (now the 
Robertson-Cataract Electric Co.); the 
Gould Storage Battery Co., as general 
sales manager; and later with the Gil- 
lespie Eden Corp. His education was 
pursued at the elementary schools at 
Adrian, Mich., followed by college 
preparatory at Manlius School, Man- 
lius, N. Y., and then as a student at the 
University of Michigan. Mr. Clark’s 
headquarters are now located at 30 
Rockefeller Plaza, New York City. 

Mr. Gansman, upon graduation from 
the University of Pennsylvania with a 
degree in mechanical engineering, be- 
came an apprentice with the Westing- 
house Electric and Manufacturing Co. at 
East Pittsburgh. He has been with the 
Westinghouse organization during his 
entire business career and, in 1920, when 
Westinghouse decided to build up a 
chain of distributing houses, he was 
given the management of the first insti- 
tution they acquired. In 1931 he came 





Activities 


to New York to become general sales 
manager of the Westinghouse Electric 
Supply Co. Mr. Gansman, whose head- 
quarters are at 150 Varick St., New 
York City, resides in Philadelphia. 

R. J. Holtermann, whose headquarters 
are in the San Francisco offices of the 
Westinghouse Electric Supply Co., has 
spent his entire business career in the 
electrical supply business. He started 
with the Holabird and Reynolds Elec- 
trical Supply Co. in San Francisco. This 
concern later became part of the Fobes 
Supply Co. which, in 1923, was acquired 
by Westinghouse interests. In 1932 Mr. 
Holtermann was made district manager 
for the entire operations of the West- 
inghouse Electric Supply Co. west of the 
Rocky Mountains. 

v 





Oakes Company Changes Name 
On October 1, the Roland T. Oakes 
Co., Holyoke, Mass., sent the following 
notice to the trade: “In order to facili- 
tate complying with code requirements, 
and with the hope of being of more serv- 
ice to the electrical industry, we have 
decided to segregate certain departments 
of our business. Therefore, after Octo- 
ber 1, the wholesale department of the 
Roland T. Oakes Co. will be operated 
by the Oakes Electrical Supply Co. The 
personnel will remain the same.” 


v 


Brown Supply Ties In 
With World's Series 


At the fourth series game played in 
St. Louis, October 6, the Brown Supply 
Co. presented a Grunow radio set to each 
of the Cardinals. The presentation was 
made by Vice President Fred A. Wiebe 
just before the game. On the same day, 










A Hardy Pioneer: Mac Sterrett, Dallas 
manager of Westinghouse Electric Supply, 
inherits the physical endurance of the early 
Texas settlers. Last June he submitted 
to a gallstone operation. A few weeks 
later B. W. Clark, general manager of 
Wesco in New York, received a 23 lb. 
express package which, although appar- 
ently stained with blood and inscribed 
“gallstone removed from Mac F. Sterrett, 
June 4, 1934”, bore striking resemblance 
to a fragment of concrete pavement. 





winning dealers and their salesmen were 
taken to Grunow’s Million Dollar Pic- 
nic at Chicago on a special train. Sixty- 
five dealers and Brown Supply officials 
and salesmen were in the party. Deal- 
ers in the party were those selling a 
sufficient number of refrigerators and 
radios to reach quota of credits neces- 
sary. This was a two day affair, the 
party leaving Saturday at midnight, 
spending Sunday and Monday in Chi- 
cago as guests of Grunow and return- 
ing to St. Louis Tuesday morning. 


v 
New Distributor for Automatic 


Roscoe N. Brandt, sales manager of 
the Automatic Washer Co., Newton, Ia., 
has announced the appointment of the 
Ben Franklin Electric Co., Seattle, 
Wash., as distributor for Automatic 
washers and ironers in the state of 
Washington. 

Vv 


General Electric Supply Appoints 
New Branch Managers 


The General Electric Supply Corp., 
Bridgeport, Conn., has announced the 
appointment of J. E. Wright as branch 
operating manager at Grand Rapids, 
succeeding E. Gallup. At Shreveport, 
M. S. Galloway replaces C. C. Klein- 
schmidt as branch operating manager. 
The Knoxville branch has moved from 
312 to 701 West Jackson Ave. 


v 


Baitinger Team Successful 


The Baitinger Electric Co. reports: 
“our company’s baseball team has con- 
cluded its season without suffering a 
single defeat. We are members of the 
Electrical Bowling League for this area 
and have entered both a man’s and a 
lady’s team for the coming season. Our 
men’s team last year was tied with two 
other teams for second place but will 
try this year to better that record and 
secure first place. The venture of the 
girl’s team will be the first in the ladies’ 
tournament.” 

v 


Wholesale Radio Service 
Adds Refrigeration 


With the appearance of its new 192- 
page Fall catalog, Wholesale Radio 
Service Co., Inc., of New York, one of 
the largest radio mail order firms in 
the country, enters the refrigeration 
field by including a special 10-page sec- 
tion listing replacement service parts for 
practically all leading makes of “freez- 
ers’. The preface to the refrigerator 
section encourages radio servicemen to 
get into the refrigerator servicing busi- 
ness as well, to keep them busy during 
the slack summer season. It also states 
that there are five million homes waiting 
for reliable refrigerator service. The 
assistance of a technical staff on refrig- 
erator service problems is offered. 
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The “SCIENCE OF SEEING ‘demands 
all the LIGHTING EQUIPMENT 


can give 














You need quality in lighting equipment these 
days to meet the demands of the new "Science 
of Seeing." The nation-wide Better Light-Better 
Sight campaigns are concentrating attention 
on the selection of lighting equipment that 
assures high efficiency, wide adaptability, long 
service and low maintenance. 

Your electrical contractor customers, indus- 
trial plants, architects and engineers are looking 
at lighting from a new viewpoint. They are 
demanding high standards of performance which 
can be assured only when guaranteed lighting 
equipment is used. 

You know what the RLM Label means—it is 
a SYMBOL OF QUALITY found on all Benjamin 
RLM Dome reflectors. It means that these 
reflectors will give all that is required of them. 
It makes your selling job easier. 


Tie In With This Benjamin Sales Plan 


Ask the Benjamin district representative to ex- 
plain to you the Benjamin ''6-Point Plan for 
Improving Industrial Lighting''—a most effective 
tie-in with the Better Light-Better Sight cam- 
paigns now active in every part of the country. 











Benjamin “Turnlox” RLM Dome Reflector — 


meets the requirements of most industrial plants for good 
general overhead lighting. The 17!/, degree angle cut- 
off below the horizontal assures minimum glare. Porcelain 
enamel reflecting surface assures maintained high effi- 
ciency. Patented Benjamin Turnlox construction permits 
lamp and reflector to come 
down as a single unit for 
easy cleaning and relamping 
on the floor. 


Benjamin “Turnlox” Ellip- 
tical Angle Reflector — 


for lighting from the side, 
where overhead obstructions, 
lighting vertical surfaces, 
building up general over- 
head illumination makes light- 
ing from the side desirable. Lamp and reflector come 
down as a single unit. 


BENJAMIN ELECTRIC MFG. CO., DesPlaines, III. New York, Chicago, San Francisco 


BEN/AMIN REFLECTORS 


PANELBOARDS . 


FLOODLIGHTS . 





FITTINGS SIGNALS 
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Personals 








C. H. Srapres, formerly receiving 
clerk, is now a counter salesman in the 
radio department of the Stubbs Electric 
Co., Portland, Ore. H. W. Brown re- 
places Staples in the receiving depart- 
ment. 


C. E. HarpincG, who for three years 
has had charge of the city desk at the 
Electric Supply Co., Des Moines, has 
been promoted to the position of sales 
manager. 


Wa tTeR H. Cook, formerly with the 
Wesco and Manhattan Companies, is 
now covering central Illinois for the 
Glasco Electric Co., St. Louis. 


W. K. Grets, radio engineer of the 
Westinghouse plant at Chicopee Falls, 
has been transferred to the radio sales 
department of the Westinghouse Elec- 
tric Supply Co., New York City. 


M. A. Riccs, L. L. LAwxer and B. A. 
IsAMAN are covering the state of Ne- 
braska on washing. machines, radios, 
radio tubes, batteries and accessories for 
W. M. Dutton & Sons Co., Hastings, 
Neb. 

Munro Electric Supply Co., Fall 
River, Mass., reports that BENJAMIN D. 
STONE is now covering southeastern 
Massachusetts. JOHN COGGESHALL is a 
new inside man. 


J. P. Bosx, formerly with the Mer- 
chandise Dept. of the General Electric 
Co., is now manager of major appli- 
ance sales for the South Bend (Ind.) 
Electric Co. 


Harry H. CueEen has joined the sales 
force of Belasco Electric Supply Co., 














A Dealer Specialist: Introducing C. M. 
Lantz, owner of the electrical wholesal- 
ing business of the same name located 
in Orange, N. J. Mr. Lantz, who has 
been in the electrical field many years, 
specializes in building up dealer business 
on small appliances and specialties. 


Chicago, IIl. 
territory. 


He will cover the city 


RoLtanp C. KoEHLER has recently 
been appointed sales manager of the 
Standard Electric Co., Pontiac, Mich. 
JouNn PIGMAN is covering six counties 
for the same firm. 


Continental Electric Co., Kansas City, 
Mo., is now represented in greater Kan- 
sas City by J. M. MAJEMPSEY. 


R. L. Wiicox has been made sales 
promotion manager at the Jamestown 
branch of the Wehle Electric Co., Bing- 
hamton, N. Y. J. C. Mock is a new 
salesman at the Rochester branch. 


FRANK Harvey, formerly with Inde- 
pendent Electric Co., Muskegon, Mich., 
is now selling for the Fitzpatrick Elec- 
tric Supply Co. of the same city. 


R. E. Meter, after spending two 
months in the stockroom, is traveling 
the surrounding territory for the Inde- 
pendent Electric Co., Muskegon, Mich. 


D. K. CRITTENDEN is a counter sales- 
man at the Kalamazoo branch of the 
General Electric Supply Corp. He was 
formerly with the L. R. Klose Electric 
Co. of Kalamazoo. 


v 


Steiner Holds Housewarming 


The new home of the Steiner Electric 
Co., 1221 W. Washington Blvd., Chi- 
cago, was formally opened with a house- 
warming party on November 1. A spe- 
cial display of electrical gifts, radios, 
toys and children’s vehicles was arranged 
for the occasion. 

v 


Wholesale Hardware Exemption 
Terminated 


Members of the wholesale hardware 
trade have become subject to the code 
for the industry of wholesaling plumb- 
ing products, heating products and/or 
distributing pipe, fittings and valves. 

The order approving the code ex- 
empts wholesale hardware trade mem- 
bers who were complying with the 
wholesaling or distributing trade code 
and the supplemental code for the whole- 
sale hardware trade. This exemption 
has been terminated by the National In- 
dustrial Recovery Board because it may 
result in unfair competitive advantages 
to members of the wholesale hardware 
trade. 

v 


New "Kadette" Distributors 


W. Keene Jackson, sales manager of 
the International Radio Corp., Ann 
Arbor, Mich., makers of Kadette radio 
sets, has announced the appointment of 
the following new distributors: Kim- 
ball Upson Co., Sacramento, Cal.; Peas- 
lee-Gaulbert Corp., Louisville, Ky.; 
Shuler Supply Co., New Orleans, La.; 
Portland Distributing Co., Portland, 


‘lowing a prolonged illness. 


Maine; Parks & Hull Automotive Co., 
Baltimore, Md.; Cumings Brothers, 
Flint, Mich.; Belcher & Loomis Hdwe. 
Co., Providence, R. I.; Chisolm Supply 
Co., Greenville, S. C., and Williamson 
Supply Co., Williamson, W. Va. 


v 


Federal Reserve Report 


Federal Reserve Banks have released 
the following percentage comparisons 
covering sales of electrical wholesalers 
for the month of August : 














Aug. 1934 with | 22, 

aaemeeeee | with 

Federal Reserve July | Aug. year 
District 1934 1933 ago 
Chiéamo 3: .3.....4 — 6.1|+ 88 | +503 
Philadelphia ..... —14.0}+25. | +30. 
an Francisco + 6.0|+22.0 | +43.4 
St. Dmere 6cee hs: 10, PRE joe se 
Aettantr 66s. 45.5. — 10.6|/+31.9 | +43.8 
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L. R. Greusel 


Louis Raymond Greusel, president of 
the Central Electric Co., Battle Creek, 





L. R. Greusel 


Mich., passed away on October 8, fol- 
Death was 
attributed to complications resulting 
from Bright’s disease and uremic poi- 
soning. Born in Hastings, Neb., Jan. 
17, 1884, Mr. Greusel attended school 
there, graduating from the Hastings 
High School where he was a leader on 
both the baseball and football teams. 
In partnership with his brother, 
Frank W. Greusel, he established the 
Central Electric Co. in Battle Creek in 
1904, and was the guiding spirit in de- 
veloping its organization to one of the 
leading electrical contracting firms in 
Michigan. He gave his time unstint- 
ingly to civic activities, was a charter 
member and past-president of the Ro- 
tary Club and served for many years as a 
director of the Chamber of Commerce. 
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BRYANT SURFACE SWITCHES 


ME PROVEN DEPENDABILITY ~ ~ - TIMELY DESIGK 












“HOW STYLES DO CHANGE!" 


So often we make this remark when 
amused by a comparison between form- 
er styles and present styles. Such a com- 
parison serves as a reminder that change 
is inevitable — and with surface switches, 
necessary, to keep abreast of the mod- 
ern trend. The modern note is strikingly 

evident in Bryant Surface Switch design. 

































But styles are only superficial. The 
underlying worth is what really counts, 
—be it with persons or Surface 

Switches. The underlying worth of a 
Surface Switch is its ability to stand 
up. This quality is constant in Bry- 

ant Surface Switches. The photo- 
graphs of the old-time switches 
on this page. were made from 
switches voluntarily returned 
by the users with statements 

of average service of over a 


SEE THE quarter of a century. 
COMPLETE — 
BRYANT SURFACE ay 
wees LINE FOR MODERN 
Afb cat APPEARANCE 
BRYANT CATALOG a 
SERVICE — 
USE 
BRYANT 


SURFACE 
SWITCHES 


SUPERIOR “4 


\ ; j 
deisge DEV ge: Ss 





+ R y A N T Superior Wiring Devicer 
CAD iat by THE BRYANT ELECTRIC CO., Bridgeport, Conn. 


MANUFACTURERS OF “SUPERIOR WIRING DEVICES” SINCE 1888... MANUFACTURERS OF HEMCO PRODUCTS 
NEW YORK 100 East 42nd Street . . CHICAGO 844 West Adams Street . . SAN FRANCISCO 149 New Montgomery Street 
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Manufacturers’ News 





Compensation Rates Increased 
on RCA Radio Tubes 


E. T. Cunningham, president of the 
RCA Radiotron Co., has announced a 
new schedule of compensation for 
RCA radio tube agents to take effect 
November 1, superseding the schedule 
that has been in effect since April 3, 
1934. Under the new schedule, agents’ 
compensation will now be determined on 
the list value of tubes sold, instead of 
the number of units. 

In announcing this change in basic 
compensation schedules, Mr. Cunning- 
ham points out that the benefits accru- 
ing from this move will be three-fold: 
(1) All agents reaching a sales volume 
of $450 list or over, during the first year 
of their agency agreement will enjoy 
increased compensation over that al- 
lowed by the schedule under which they 
have been operating; (2) agents can 
now more easily increase their earnings 
on RCA tubes by more quickly reaching 
the short steps or compensation brackets 
interposed between 1 and 1,000 and 1,000 
to 2,500 tubes; and (3) the amount of 
clerical work attached to reporting their 
sales will be greatly reduced in changing 
from unit sales to list value. 


f 


Sylvania Completes New 
Tube Parts Factory 
Machinery is rapidly being installed 
in the new tube parts factory of the 
Hygrade Sylvania Corp., at Emporium, 
Pa. The Tube Parts Department will 
be completely transferred from outgrown 


quarters in the Sylvania tube factory by 
November 1. Started in 1932, the Syl- 


vania Parts Department operates as a 
“factory within a factory” under the 
management of C. R. Razey. From a 
modest beginning, it reached, during the 
summer of 1934, a peak production of 
approximately 25,000,000 parts per 
month. Parts are fabricated for both the 
Emporium and the Salem plants. 


v 


Van Cleef Bros. Win Safety 
Award 


Van Cleef Bros., Chicago, manufac- 
turers of “Dutch Brand” products, have 
been awarded a large plaque for their 
envious “no lost time accident” record 
during the Rubber Section Annual Con- 
test sponsored by the National Safety 
Council, which extended from January 
1 to June 30, 1934. Van Cleef Bros. 
employees have a slogan, “Working 
safely means working effectively”. 


v 


Dobberteen Is Leonard's Assist- 
ant Advertising Manager 

H. H. Dobberteen, for the past 10 
years engaged in advertising work with 
the International Magazine Co., Dodge 
Bros., Brooke, Smith & French, and 
Kelvinator Corp., has been named assist- 
ant advertising manager for Leonard 
Refrigerator Co., according to an an- 
nouncement by Sam C. Mitchell, Leon- 
ard’s advertising manager. 


v 


T. C. Gilpin Joins Walker Bros. 


H. N. Walker of Walker Bros., Con- 
shohocken, Pa., manufacturers of elec- 
trical construction materials, announced 
last month that Thomas C. Gilpin had 








Standing on Their Sea Legs: Fred Bollman of Blackett-Sample-Hummert, adver- 
tising agency, Frank Hiter and Allen Dicus of Stewart-Warner, in a nautical pose. 
No, that’s not the cabin boy you see in the immediate background. That’s Dave 
Goldman, northern New Jersey branch manager of Wholesaling Radio Equipment 


Co. The stoop is explained by the fact that he hadn’t found his “sea legs.” 


The 


scene is the deck of the good ship Peter Stuyvesant, chartered for an all-day 
cruise up the Hudson, attended by 1,900 radio dealers and their families. 





On the Sidewalks of Detroit: Gordon 
Lewis, Jenkins Bros. Co., Bridgeport; 


H. P. Brill, Elmira, and H. M. Long, 
Binghamton, both of the Southern Tier 
Electrical Supply Co., out for an airing 
between sessions of the NEWA conven- 
tion, 





become associated with that company. 
As assistant vice-president, Mr. Gilpin 
will assume sales supervisory duties. 

Vv 


W.R. Collins Joins General Cable 


The General Cable Corp. announces 
the addition of Wm. R. Collins to its 
Chicago sales staff. Mr. Collins has been 
actively identified with the wire and 
cable industry in the middle west for 
many years. 

v 


New Address for Hill-Shaw 


Hill-Shaw Co., manufacturers of Vac- 
ulator coffee brewers, have removed 
their general offices, factory and ware- 
house to 311 N. Desplaines St., Chicago, 
where they occupy 50 per cent more 
floor space than their previous quarters. 
Additional machinery is being installed 
for the fabrication and machining of 
electric and gas heating devices and 
other parts that this firm manufactures. 

v 


Kysela to Represent Wolverine 

The Wolverine Tube Co., Detroit, 
announces that Frank J. Kysela, 614 
Interstate Bldg., Kansas City, Mo., has 
been appointed to handle the sale of its 
soldering lugs and splicing sleeves in 


western Missouri and Kansas. 
Vv 


McGoldrick with Central Tube 


R. J. McGoldrick, 12 White Ave., 
Brookline, Mass., has been appointed rep- 
resentative in the New England territory 
for the Central Tube Co., Pittsburgh, 
Pa., manufacturers of rigid steel conduit. 

v 


Cote to Represent Bright Light 
The Bright Light Reflector Co., Brook- 
lyn, N. Y., announces that W. M. Cotie 
and Associates, 76 South 11th St., Min- 
neapolis, will handle their line of “Silv- 
A-King” commercial and_ industrial 
lighting reflectors in the north central 
territory. 
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Tbe Story 


O 


Serv-U-Fones 


The makers of Serv-U-Fones—the new private 
telephone systems for offices and homes—have 
manufactured telephone equipment for 43 years. 
During this period they have played an important 
role in the world-wide development of communi- 
cations. Their outstanding achievement has been 
the pioneering and development of automatic 
telephone equipment. The conversion of 
thousands of telephone systems to automatic 
working is a tribute to this company's engineer- 
ing and manufacturing staffs. 


Serv-U-Fones are the outgrowth of the supple- 
mentary activities of this telephone organization. 
In supplying Strowger P-A-X (Private Automatic 
Telephone Exchanges for business establishments, 
estates, etc.) many requests were received for 
telephone systems less elaborate and less ex- 
pensive than Strowger P-A-X. In marketing Real 
Phones (small size telephones for light utility 
service sold by dealers everywhere) many people 
asked for telephone systems in the Real Phone 
price range but of more substantial construction. 
Serv-U-Fones are the result of these requests. 



































From a commercial standpoint, Serv-U-Fones 
represent a distinct advance in telephone man- 
ufacture. Simplified components and low-cost 
materials are utilized in their construction to an 
extent that their retail prices are well within the 
financial reach of the mass market. Today, the 
average man must run innumerable errands from 
room to room in his home and at his work. To- 
morrow, because of Serv-U-Fones, he will use his 
own private telephone system. 


Alert dealers will appreciate that Serv-U-Fones 
offer unlimited opportunities for profitable ex- 
ploitation. They are available in systems of two 
to eight stations for every requirement of the 
small office, factory, store or residence. Choice 
of handset type wall or desk instruments. Ordi- 
nary dry cells furnish the necessary power for 
talking and signaling. Installation is simple and 
inexpensive. Prices for complete systems (ex- 
clusive of wiring) begin at $10.00. Wholesaler's 
confidential trade sheet now available. Write 


or wire for details. 





AMERICAN AUTOMATIC ELECTRIC SALES COMPANY 
1033 WEST VAN BUREN STREET CHICAGO 
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ready 


for that 11th hour rush..... 


a 
N Oma 


CHRISTMAS LIGHTS 


Will you be ready? 


Your dealers have 








a definite preference for 
American-made NOMA 
lights, with their many 
patented features and 
their high quality. 

They will stock NOMA 
right up to the last 
gong. Be sure you are 

in position to make 

the most of these last 
hectic weeks. Sell ‘em 
NOMA and you're selling 
SATISFACTION! 











SPECIAL NOTICE 
—PATENT ENFORCEMENT 


Notice is hereby given that the following 
patents are the exclusive property of the 
Noma Electric Corp. All infringers will 
be immediately and vigorously prosecuted, 
No. 1,512,888—The Extra Extension which 
permits the connection of one set to another. 


No. 1,611,836—Adjustable Berry Bead en- 
ables user of set to fasten lamp and socket 
in any position desired. 


No. 1,427,489—The Straight-Line series type 
Christmas outfit with the plug on one end and 
Extension Connector at other end. With this 
device sets can be connected to form one con- 
tinuous line. 


No. 1,751,842—The Current Tap that always 


provides an open outlet. 
NOMA Electric Corp. 


524 Broadway New York City 








Have you our latest literature? 











RMA Launches National Sales 
Promotion Campaign 


A national sales promotion campaign 
for. the radio industry, in the interest 
ot distributors, dealers and also broad- 
casters as well as manufacturers, will 
be launched by the RMA. The industry 
advertising program, to be conducted by 
the RMA with an outstanding advertis- 
ing agency, was approved and ordered 
by the board of directors of RMA 
at a special meeting on October 18. 
This national institutional project for 
radio sales promotion will be in charge 
of a special RMA committee of which 
Powel Crosley of Cincinnati is chair- 
man and of which President Muter of 
the RMA and W. S. Symington of New 
York are members. The radio manu- 
facturers’ national program is an out- 
growth of the previous “Five Point 
Plan” considered by the RMA and the 
Radio Wholesalers Association. The 
program, financed and conducted by the 
manufacturers, will start in November 
and continue vigorously through the 
winter season with future plans for its 
enlargement and continuance through 
1935. Further details will be announced 
later. 


7 


Mercury and Sodium Lamps for 
Industrial Lighting 


A new era of industrial and highway 
safety was predicted by Ward Harrison, 
director of the Nela Park Engineering 
Department of General Electric Co., at 
the annual convention of the Illumi- 
nating Engineering Society at Baltimore 
on October 3. 

“A recent survey of the industrial 
plants of this country shows 90 per cent 
of them to be under-lighted and nearly 
all to be under-wired. The chief impedi- 
ment to their being properly lighted is 
under-wiring. The advent of the high 


intensity mercury lamp should mean 
much to these factories, for it will enable 
them to substantially double their illumi- 
nation without any corresponding in- 
crease in the load on the wiring. The 
mercury lamp also offers a most inter- 
esting possibility in producing a sub- 
stantially white light when used in com- 
bination with an equal candlepower of 
Mazda lamps. 

“Statistics show that 14,500 people 
were killed in industry last year,” Mr. 
Harrison stated. “This is 105 times as 
many as perished in the Morro Castle 
tragedy. Investigations have definitely 
shown that at least 15 per cent of these 
accidents are attributable directly or in- 
directly to poor lighting. The new high- 
efficiency mercury lamps and sodium 
lamps will help to do away with much 
of this unnecessary loss of life by pro- 
viding lighting levels more nearly com- 
parable with the requirements for see- 
ing.” 


v 


Uniform Credit Terms Sought by 
Automobile Wholesalers 


A hearing on proposed uniform 
credit terms for the wholesale automo- 
tive trade will be held in Washington 
cen November 8. Among the proposed 
terms are the following: 

“No cash discount shall be allowed 
after the 10th of the month for merchan- 
dise purchased during the previous 
month. All customers who have not paid 
their accounts in full by the 25th of the 
month following date of purchase shall 
be placed on a C.O.D. basis.” 


Vv 
Central Division, ECA, to Meet 


The thirty-ninth annual meeting of the 
Central Division of the Electrical Credit 
Association will be held in Chicago on 
Friday, November 23. 








Plenty of Evidence: As Mark Twain would say, “We have the water and the fish 
—what other evidence would you want that we caught them.” The man on the 
left, H. T. Ford, Sr., president of the Ford Electric Co., Springfield. Mo., failed to 


disclose the identities of his fellow fishermen. 
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Loose Leaf binding 
easy fo use-easy fo 
KEEP in usable shape. 
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The colored section in back of book is a combined PRICE LIST AND INDEX, 


providing for up-to-date price information at all times. In a form designed to 


serve you indefinitely, this Catalog lists every Wiring Device you will sell. 
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Mail the Coupon above for your copy. « « « « « 


HARKT & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD, CONN. 
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$57.50 
Attachments 


NEW 2-SPEED €LEANER. Allows a 
big margin for sales promotion and profit. 
You can offer the $13.50 Hand Cleaner 
free in exchange for an old cleaner taken 
in trade on a No. 10 and still make a 
profit of $19.40. Many dealers are build- 
ing their Fall cleaner business on this 
offer. We furnish newspaper mats and 
imprinted folders free. 


HAMILTO,, : 
BEACH 





or to make two sales to one prospect. The im- 
proved moth preventive method, approved by 


feature. Retail price $13.50. 


HAND CLEANER. A profitable companion to 
the No. 10 when used as a trade-in allowance 


Good Housekeeping Institute, is a big sales 


WITH HAMILTON 


PRODUCTS —Hamilton Beach products 
are always up-to-date. The newest improve- 
ments keep them readily salable. They are 
priced for quick turn-over. Every step in our 
development program is designed to build sales 
for dealers. 


ADVERTISING — Hamilton Beach advertis- 
ing appears regularly in leading magazines. Our 
exhibit at the 1934 Century of Progress has 
attracted thousands of women. Window and 
store displays, circulars, mailing cards and news- 
paper advertisements are furnished to dealers. 


DISCOUNTS — Hamilton Beach discounts are 
more liberal than the average. There is a good 
margin of profit in every sale. 


POLICY — Hamilton Beach products are dis- 
tributed on our clean-cut Wholesaler-Retailer 
policy. All inquiries are referred to dealers— 
we take no orders. We are 100% for price 
maintenance. This policy protects your profit. 


Hamilton Beach Mfg. Co. 


Racine Wisconsin 


NIGHT LIGHT. 
NEW NO. 5 HAIR DRYER. A warm and 
cool air dryer that retails for only $7.95* 
—with a liberal trade discount. Has a big 
home market with a good profit. Selling 
helps furnished free. 


*Western Price $8.45. play carton. 





HAMILTON BEACH 





HERE ARE THE 


ASONS 


WHY DEALERS PROFIT 
BEACH 


Long winter 
nights make this a big seller— 
burns all night for 2 cents a month. 
One dealer sold 50 in one day from 
small newspaper advertisement. 
Packed in attractive counter-dis- for home 


Retails for $1.00. 




































NEW MODEL “C” FOOD MIXER. 
Has 57% more power—no radio inter- 
ference—and new streamline beauty — 
but retails for same price as previous 
model—$18.75*. These major improve- 
ments give you additional selling features. 


This fall more than 6,000,000 sales mes- 
sages, in Good Housekeeping, Better 
Homes and Gardens and American 
Home, will tell the story of the new 
Model “C’’, 

Window displays, folders, newspaper 
mats and other resale helps are fur- 
nished to dealers free. 


Attachments 
Practical, labor-saving attachments for the 
1 ‘‘C”’ (same as were sold with the _— 
“B’’) give you — onal volume, They a 
sold _ the | mixer or separately ‘at following 
retail prices :* 
ce Extractor 
Meat Grinder 
Slicer-Shredder 
Coffee Grinder 
Potato Peeler 
Power Unit for Meat Grinder and Slicer- 





*Western Prices—Mixer, $19.75: Juice Ex- 
tractor, $3.00; Meat Grinder, $3.25; Slicer- 
Shredder, $3.75; Coffee wee, $3. 25; Potato 
Peeler, $8.50: Power Unit, $4.7: 





VIBRATORS. A profitable item to 
push for Fall and Winter business. 
Valuable Health Book with e 

set provides a strong merchandising 


Made in four models— 
and professional use. 
Resale helps furnished free. 


feature. 
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MERCHANDISING SECTION 




















Only the Electrical Wholesaler 
Can Develop This Market 











LARGE OUTLETS LIKE DEPART 





LIMITING CONSTANTLY ‘YOUR 
POTENTIAL MARKET. 


TODAY YOUR MAJOR. MARKET 











LIES IN SMALL CITIES 
AND TOWNS ~ A TREMENDOUS 
VOLUME OF SMALL SALES 

THROUGH MANY OUTLETS IN 

















851 THE WHOLESALERS SALESMEN CAL 
1332 REGULARLY ON EVERY POSSIBLE 
RETAIL OUTLET IN THESE SMALLER 
5 vou/ 
\ a. 


HE REACHES A TREMENDOUSLY RICH 
MARKET YOU CANNOT AFFORD To CovER J 





























A Message to Appliance Manufacturers 
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A Section Devoted to 


Manufacturers’ 


Descriptions of 


Their Products 








Monogrammed Appliances 


Shipped with a decorative insert 
which the dealer can replace by an en- 
graved initial, this line of personalized 
appliances comprises grill, waffle iron 
and servi-set. This addition of a har- 
moniously blended mongram appeals to 
those desiring more individuality in ap- 
pliances purchased for personal use or 
as gifts. Enthusiastic dealer reception 
of monogrammed appliances is indicated 
by preliminary surveys. Manufacturer 
provides special service making it pos- 
sible for dealers to meet demands for 
all initials. Westinghouse Electric & 
Mfg. Co., East Pittsburgh, Pa—Elec- 
trical Wholesaling, November, 1934. 


Breakfast Service 


An entirely new holiday item, this en- 
semble breakfast service quickly and 
conveniently prepares poached eggs on 
toast, toasted egg sandwiches and boiled, 
shirred or scrambled eggs with toast. 





An egg cooker and poacher, toaster, four 
egg cups and service tray comprise the 
ensemble. The automatic electric egg 
cooker has a jet porcelain base and top, 
chromed dome, aluminum poacher and 
cord with plug attached. The two-slice 
toaster is finished in chrome and jet. 
Combination handles are used for turn- 
ing toast. The four egg cups are of 
sparkling hobnail crystal. All these ar- 
ticles are carried on a tray 18”x12Y%4” 
consisting of a wood frame, embossed 
chrome base, depressed handles and rub- 
ber feet. Hankscraft Co., 1011 East 
Main St., Madison, Wis. — Electrical 
Wholesaling, November, 1934. 


Streamlined Toaster 
Stream lines give this No. AEUB-409 
toaster a modern, striking appearance. 
Chrome plated doors, top and side pan- 
els contrasted with ebony black frame 
and base add further to its modern lines. 


What's New 


Handles and legs of genuine bakelite. 
Two slices of bread are toasted at one 
time, and are automatically turned when 
doors are lowered. Heating element is 
of mica and nichrome. Underwriters’ 
labelled silk cord and plug are furnished. 
Operates on 105-115 volts, a.c. or d.c. 
Six toasters in standard carton, ship- 





ping weight 19 Ibs. Toasters individu- 
ally packed in modernistic display boxes. 
Chicago Electric Mfg. Co., 2801 S. Hal- 
sted St. Chicago, Ill. — Electrical 
Wholesaling, November, 1934. 


Easel-Type Electric Clock 


Model AB 4F-54 electric clock fea- 
tures a smart, modern appearance and 
quiet, efficient movement. Latter is of 
self-starting synchronous type. Move- 
ment housed in wooden easel-type frame. 
Face has 5” gold or chrome-finished dial 
and bezel ring, with black Arabic nu- 
merals. Optional finish combinations 
provide choice of zebra wood frame 
with gold-finished dial and bezel; hard- 
wood frame with chrome-finished dial 
and bezel or ebony frame with chrome- 


ome 4 





aes 


finished dial and bezel. Dimensions are 
63%” square x 1%” deep. General Elec- 
tric Co., Merchandise Dept., Bridgeport, 
Conn.—Electrical Wholesaling, Novem- 
ber, 1934. 


Small Electric Stove 


The “Jewel Box” stove is built espe- 
cially for apartment or small home 
kitchens. Cooking top is of acid-proof 
porcelain enamel while lining of oven is 
also porcelain finished. Exterior finished 
in two-tone ivory of same material. Has 
three full sized open or enclosed type 
burners one of which can be replaced by 
a 6” burner or a one-unit cooker at ex- 
tra charge. Oven measures 16”x1714”x 
14”. Stove also features indicating tem- 








perature control and toe space under 
cabinet. Standard Electric Stove Co., 
Toledo, Ohio.—Electrical Wholesaling, 
November, 1934. 


Coffee Maker Service 


Consisting of an eight-cup coffee mak- 
er with Pyrex bowls, guaranteed against 
breakage from heat, eight heat-treated 
stemware glasses for serving and an 
attractive tray finished in Chromeplate, 
this up-to-date coffee service provides 
the means of preparing perfect coffee 
every time and in addition provides the 
means of serving in the latest approved 





style. General Electric Co., Merchandise 
Dept., Bridgeport, Conn. — Electrical 
Wholesaling, November, 1934. 
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‘TWAS THE MONTH 
BEFORE CHRISTMAS 


y the month before Christmas, 
And all through the land, 

Every Dealer was sweating 

To beat the old band. 


For here was the season 
When none could be rash. 
What stunts could be done 
To bring in the cash? 


When out on the street 

There ’rose such a noise 

That Dealers jumped up 

Saying, ““What’s the fuss, boys?” 


A pert little Redman 
With a nifty black hat, 
Was hopping about 
Like a fly-papered cat. 


GENERAL 


€ ELECTRIC 





A bundle so big, 

He had on his back, 

That he looked twice as big 
As the back of a hack. 


“My name is Hotpoint,” 
He smilingly said, 

“And the stuff that I’ve got 
Gets you out of the red.” 


“Just look at this Mixer, 

A honey!” said he, 

“A gift any mother 

Would welcome with glee!” 


“This Cooker, this Toaster, 
And these Coffee Makers, 
Are gifts that will draw ’em 
Like flies to a baker’s!” 


“I’ve got plenty more,” 

He said “and remember, 
They’ll be advertised big 
In the month of December. 


“Now if I were a Dealer, 
I know what I’d do, 

I'd order these items, 
And display ’em too!” 


He slipped out the door, 
And gave a loud hoot. 
And skyward he flew 
Like a dog from a boot. 


Dealers heard him exclaim 
As he drove out of sight, 
“Big Christmas to all, 
And to all a good night!” 
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INCREASE YOUR BATTERY SALES 
WITH “FILLING STATION” DEAL 








ARE YOU “CASHING IN” 
ON DEAL NO. 1100? 


Your dealers can buy eleven popular- 
priced BURGESS Flashlights with 
Vending Carton of 36 UNI-CELS and 
get this permanent all-metal display 
FREE. Thousands have ordered this 
new deal. Hundreds are already RE- 
ORDERING. It moves FAST! 


BURGESS 


FLASHLIGHTS AND BATTERIES 








OFFER IT TO YOUR DEALERS 


FR F 7 Our announcement of the 
BURGESS “Filling Station” 


brought a rush of dealer orders. Dealers want 
it—and they’re buying BURGESS Batteries to 
get it! Let this latest BURGESS Deal increase 
your battery sales. Give the “Filling Station” 
to every one of your dealers FREE with his 
next purchase of a factory-packed Vending 
Carton of 36 No. 2 UNI-CELS. 


SPEEDS UP BATTERY SALES 


The “Filling Station” is a complete self-service 
depot with built-in battery tester. It has color 
and light (real bulb in reflector of painted 
flashlight!) and it invites ACTION. It will 
speed up your dealers’ battery sales! Mail 
coupon or write today for complete information. 





REFILLS WITH yg 
FACTORY-PACKED 
VENDING CARTON OF 
BURGESS UNI-CEL 
BATTERIES! 











BURGESS BATTERY COMPANY 
FREEPORT, ILLINOIS (Dept. EW11) 


Gentlemen: Send us latest bulletin describing new 
Deals and FREE Sales Helps included with them. 


[_] “FILLING STATION” [_]Silent Salesman Vender 


Deals [] No. 1100 [_] F-29 []F-19 


we Have your representative call 
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Compact Home Workshop 


This compact and efficient combination 
machine is designed to do all sorts of 
operations in wood and soft metals. In- 
tended primarily for the home work- 
shop, it also has professional uses. A 
unique clamping arrangement makes it 
possible to change from one attachment 
to another in a few seconds. Attach- 
ments are light and easily handled. 





Ready for use, it occupies a floor space 
18”x38” and can be set up ready for 
operation in half an hour. With this 
equipment it is possible to saw wood, 
cross-cut or rip, up to 134” thick and at 
any desired angle or bevel; turn wood 
with a limit of 9” diameter for face- 
plate work; sand flat surfaces and con- 
tours; do scroll work on wood and 
metals up to 2” thick; drill both wood 
and metal; cut rabbets and grooves, and 
grind and buff. General Electric Co., Spe- 
cialty Appliance Sales Dept., Nela Park, 
Cleveland, Ohio.—Electrical Wholesal- 
ing, November, 1934. 


Blower Fan 


Blower illustrated is one of five sizes 
offered in a series of Type “B” volume 
blowers. Available in different speeds, 
free air capacities range from 180 to 2100 
c.f.m. and pressure ranges up to 1%” 
static pressure. Steel housing is press 
formed and mounted in a cast iron base. 
Inlet flange is also cast iron. Multi- 
blade wheel is die cut and mounted di- 
rectly on shaft of motor, which is placed 





on cast iron base. Wheel is dynamically 
balanced to insure smooth vibrationless 
operation. Motors can be supplied for 
any common commercial voltages, a.c. 
or d.c., single or three phase. These 
blowers are suitable for ventilation and 


drying jobs of many kinds. Shipping 
weights range from 45 lbs. for B-9 to 
225 lbs. for B-21. Ilg Electric Ventilat- 
ing Co., Chicago, Ill—Electrical Whole- 
saling, November, 1934. 


Portable Hand Grinder 


Especially designed for plants requir- 
ing grinding of large and small dies, 
moulds, cleaning up weld spots and sim- 
ilar work, this No. 9 grinder weighs but 
7 lbs., develops 1/5 h.p. and operates at 
a speed of 14,250 r.pm. An effective 
air filter keeps all grinding dust and dirt 
out of both motor and bearing. Filter, 
enclosed in end cap, is easily removed, 
cleaned and replaced. Illustration shows 
grinder equipped with spade type handle, 
but side mounted handle is also avail- 
able. Wheel arbor, chuck for mounted 





wheels, extension spindle and two grind- 
ing wheels are standard attachments 
with each grinder. The Dumore Co., 
Racine, Wis. — Electrical Wholesaling, 
November, 1934. 


Hot Dipped Galvanized 
Conduit 


Zinc coated threads are the outstand- 
ing feature of this line of rigid conduit 
which is hot dipped galvanized on both 
inside and outside. After galvanizing, 


interior is covered with an elastic black 





enamel having a linseed oil base. This 
provides a smooth, non-soluble raceway 
for wiring. A super-coat of clear acid- 
proof enamel applied to the outside sur- 
face affords added protection against 
deterioration. Enameled Metals Co., 
Pittsburgh, Pa.—Electrical Wholesaling, 
November, 1934. 


Electric Air Horn 


This horn, which creates its own air 
supply, has been developed to meet the 
requirements of a powerful signal with- 
out the necessity of using steam or com- 
pressed air. Sound producing member 
is same type of vibrating-diaphragm, 
compressed air horn employed in the 
large fire alarm signals of this manufac- 
turer. Horn is directly attached to spe- 
cial type of compressor that furnishes 
air as required by horn and is driven 
by a fast, heavy duty motor. Equipped 
with relay for connecting into fire alarm, 
paging and other signaling systems. Code 


signals may be sent on a timing of one 
to two seconds per impulse. Furnished 
for 12, 24 or 32 volt storage battery 





operation and 110 or 220 volts a.c. or 
d.c. Federal Electric Company, Chicago, 
— Wholesaling, November, 
1934. 


Motor with Speed Reducer 


This single gear reduction unit is 
capable of carrying the full power of 
the type KS-M universal motor. Three 
gear ratios are available, 5:1, 14%4:1 or 
34:1, giving shaft speeds of 1300, 448 
and 191 r.p.m. respectively. Gear unit 





is fitted with single ball thrust bearing 
to take thrust of worm. Illustration 
shows standard mounting. Unit can also 
be mounted on motor case so that shaft 


' projects at any desired angle in relation 


to base. Reverse rotation of shaft is 
obtained by fitting a ball thrust bearing 
at end opposite gear unit. Forced air 
ventilating system provides for continu- 
ous operation of motor. The Dumore 
Co., Racine, Wis.—Electrical Wholesal- 
ing, November, 1934. 


Mixer Display 


This window display is furnished by 
the manufacturer as a sales help to deal- 
ers. Shelf is provided to hold food 
mixer, which is operated with bowl re- 
volving, thus making a moving display. 





Dimensions are 28” high x 10” wide x 
10” deep. Dealers of the manufacturer 
who request this display outfit will re- 
ceive it gratis. Hamilton Beach Mfg. 
Co., Racine, Wis.—Electrical Wholesal- 
ing, November, 1934. 
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Private Phone Systems 


Designed for intercommunicating pur- 
poses in home or factory, these low- 
priced “Serv-U-Fone” systems can be 





sold where elaborate and expensive tele- 
phone equipment is not justified. Avail- 
able in both desk and wall types they 
will handle from two to eight stations. 
Complete installation instructions are 
furnished. Each phone is labelled and 
no soldered joints are required, hence 
the services of a technical electrician 
are not necessary for installation. These 
systems are for intercommunicating pur- 
poses only and cannot be connected to 








the public telephone lines. American 
Automatic Electric Sales Co., 1033 W. 
Van Buren St., Chicago, Ill.—Electrical 
Wholesaling, November, 1934. 


Table Model Battery Receiver 


All-wave reception for rural commu- 
nities is made possible with this battery 
operated receiver. Entirely self-con- 
tained, it will operate for a thousand 
hours on one set of batteries. There is 
no fading of volume or loss of selec- 
tivity until batteries are absolutely dead. 
“Push-lite”’ dial illumination, which 
lights dial only when set is being tuned, 





turns off automatically after station has 
been selected, thus reducing drainage on 
battery. Other features of receiver are 
ratio selector, powerful superheterodyne 
circuit, variable tone control, automatic 





volume control and a doublet antenna 
input system. Stewart-Warner Corp., 
Chicago, Ill.— Electrical Wholesaling, 
November, 1934. 


Handy Flood Light 


Designed for any standard lamp, this 
60 to 150 watt new C-64 portable indoor 
flood light is especially adapted for use 
with photo flood and photo flash lamps, 

















also for the temporary flood lighting of 
Christmas displays where more expensive 
equipment would not be economical. The 
non-breakable aluminum alloy reflector 
is adjustable in any direction. Also port- 
able base can be either set down or 
mounted on wall, thus providing extreme 
flexibility. Unit is equipped with 6 ft. 
attached cord and plug. Net price to 
trade $1.20 each. Wilson Lighting, Inc., 
2387 N. Hoyne Ave., Chicago, Ill.— 
Electrical Wholesaling, November, 1934. 


Emergency Light 


This emergency light, patent No. 
1,977,105, suitable for halls, bedrooms 
and bathrooms of homes, institutions 
and public buildings, gives a soft 
light of about two candle power. It 
consumes a very small 
amount of current, yet 
provides sufficient light 
without necessity of 
turning on a_ regular 
light bulb. It operates 
on 110 volts a.c. or d.c. 
and plugs into any recep- 
tacle. These compact | 
lights are made of ivory 
colored porcelain and are Wiijwe 
packed in a display car- 
ton containing 25 units. 
C. D. Wood Electric 
Co., 826 Broadway, New 
York City. — Electrical 
November, 1934. 





Wholesaling, 


Sign Reflectors 


These 60-100 watt spade sign reflectors 
are designed to give a wide distribution 
of light with a straight line cut-off at up- 
per edge of sign, thus permitting a wide 
spacing of reflectors with uniform illu- 
mination. Reflectors are of one piece, 
without seam, joint or weld to emit 
moisture, and are finished in porcelain 





enamel, green outside and white inside. 
An aluminum casting, threaded for %4” 
pipe, supports the reflector and the ad- 





justable socket and fits under the heel 
of reflector, being secured in position by 
an aluminum clamping plate. Quad- 
rangle Mfg. Co., Chicago, Ill_—Electrical 
Wholesaling, November, 1934. 


Old Work Box Hangers 


Wall hanger No. SP-6609, illustrated, 
is used for installing switch boxes in 
old work which involves plaster, wall- 
board or similar construction. A hole is 
cut in wall the exact size of switch box, 
after which switch box and hanger as- 
sembly are pushed into opening until 





tity 


i 





sides of hanger spring free on inside 
wall. Pressure from inside and outside 
holds box rigidly against walls of open- 
ing. Hanger plate, to which all standard 
fixtures can be attached, is then mount- 
ed. For 3%” diameter octagon outlet 
boxes, hanger No. SP-6608 is available. 
General Electric Co., Merchandise Dept., 
Bridgeport, Conn.—Electrical Wholesal- 
ing, November, 1934. 


Automatic Toaster 


This toaster, No. 7612, is designed 
with a small top, yet retains the prac- 
tical features found in large topped 
toasters. Chromi- 
um plated bread 
racks and black 
enamel top, base, 
knobs and ends 
give a modernistic 
appearance. Bread 
is turned automat- 
ically when rack is 
opened. Equipped 
with 6 ft. silk cord. Individually packed, 
weighing 3% lbs. Three toasters in a 
unit package. Landers, Frary & Clark, 
New Britain, Conn.—Electrical Whole- 
saling, November, 1934. 











bib eaccta. Sank hol Sead ee eee 











ee a et merce 


ee 


Dee 


oan 


SS PRAM ig RARE DERE STAI TS Ie RT 





mrs ree ree 


ae 


November, 1934 


ELECTRICAL WHOLESALING 51 





Flashlight Battery Display 


This distinctive display card acts as a 
filling station for all flashlights. Fin- 
ished in black, the display has a built- 











in uni-cel vender with a completely 
equipped tester unit just above it. Bat- 
teries are tested by simply resting them 
on a bracket and then watching painted 
flashlight on the display. A real bulb 
sends forth a shower of light when cell 
is in position. Display is not only novel, 
but extremely useful to all flashlight 
dealers. Burgess Battery Co., Freeport, 
ae Wholesaling, November, 
1934. 


v 


Allen-Bradley Adds 
Sales Engineer 

Frank J. Connolly was recently ap- 
pointed as sales engineer for the New 
York office of the Allen-Bradley Co., lo- 
cated at 50 Church Street. Mr. Con- 
nolly received his technical training at 
Tufts College and Massachusetts Insti- 
tute of Technology. He has had wide 
experience in the application of electric 
motor and control equipment, and will 
be in charge of sales engineering in 
Manhattan and the Bronx territories. 








Heads Firm: 


When Laird Nebelthau, 
Minneapolis, was reorganized last 
R. H. Parker was elected 
There have been no other 


Inc., 
January, 
president. 
recent changes in officers. 


The present | 











firm name is the Peerless Electric Co. | 





THERE IS A WIREMOLO Z e, OF ne "AND. a > 
PROFIT IN EVERY FIELD OF WIRING PRACTICE/ a I) 


¢ EERIE EOI. 











Typical instal- 
lations show- 
ing its adap- 
tability to 
every condi- 
tion. Sells 
every type 


of store. 











See how neat 
and sturdy it is! 
Fits any make of 
reflector! Easily 
wired! May be 
assembled — and 
i taken to the job! 
No bother to 
customer. 


For instance, see how 


this neat WIREMOLD 
LIGHTING STRIP is 


opening up window 
lighting opportunities! 


W h y ? Because the simplest 


system is the easiest to sell — 
and the most profitable to install. 


W IREMOLD Lighting Strip may be installed in 
a jiffy— in any shape or size of window! 
And there are hundreds of windows that need it. 
Wise salesmen see that their contractor friends go 
after this timely business. DO YOU? 


THE WIREMOLD COMPANY, Hartford, Conn. 4 
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OW that the National Housing Act has 
made possible Repairs and Remodeling 
—the Latrobe line of floor boxes are of spe- 
cial importance to all contractors. 


Because they are so easy to install, so com- 
pact and so mechanically rugged, the No. 300 
No. 330 Latrobe 


Latrobe midget floor receptacle and box and Tom Thumb 


the No. 330 Latrobe Tom Thumb Utility Out- For use in wood oors, 
let contribute much to the low cost of re- 


mantels, baseboards, 
show windows, and other 
wiring and of installing additional wiring. 


installations free from 
moisture or mechanical 
injury. Specially de- 
signed to furnish a neat, 
compact general purpose 
outlet. 














No. 300 “‘Latrobe” 
Tait, Midget Floor Receptacle 
and Box 


The only non-watertight floor receptacle and MFG. CO. 
box on the market approved by the Under- 


aetieuy laboratories for installation in wood LATROBE PA. 








MANUFACTURERS OF QUALITY FLOOR BOXES AND WIRING SPECIALTIES 











THIN MODEL 


WINS/Y 


—w here Service and 
Adaptability Count 








The Levolier Thin model Switch No. 41 is an 
achievement in small switches. The above actual 
size picture shows it is less than 5 of an inch 
in thickness. . . In spite of its smallness, it 
retains all of the practical characteristics of the 
famous Levolier line. It is the smallest 6 amp. 
switch made. 

At the left are shown six]logical uses for this practical Levo- 
lier, which may be se in three different stem lengths. 


You’ll make no mistake in ordering 
these Levolier Thin Model Switches 


‘eus| MCGILL 


ESTABLISHED 19004 


VALPARAISO - INDIANA 
Box No. 636 
























Partners: At the left is William J. Love, 
president of the Love Electric Co., whose 
business was established in Tacoma, 
Wash., in 1893. Beside President Love 
is his vice-president and sales manager, 
Frank H. Muehlenbruch, now an equal 
partner in the business. Frank started 
with Mr. Love when he was 16 years 
old. From his picture, or in the flesh, 
you would never guess him to be 45 
years old, with children 18 and 20. 





"Safeguarding Electric Service 
in the Home" 


Based on the good results obtained 
from the Identified Cord Movement this 
past two years, electrical inspectors in- 
tend to expand the activity and reach 
the general public through organizing 
local educational activities. Those who 
are formulating the plans predict that 
this campaign will help the electrical 
industry in many ways. 

Thus far this plan includes the distri- 
bution of 25,000 newspapers entitled: 
“Electrical Inspection News.” This 
publication will go to all of the vari- 
ous groups interested in the manufac- 
ture of electric energy and the distribu- 
tion of electrical appliances. 

In addition to this, the booklet en- 
titled: “Safeguarding Electric Service 
in the Home” will be distributed to news- 
paper and national magazine writers, 
lecturers, parent teacher and other civic 
groups, including a large number of the 
members of the American Home Eco- 
nomics Society. In addition to this, a 
complete educational campaign which 
includes the booklet, a wall chart, stere- 
opticons and home inspection blanks, 
will be distributed to schools throughout 
the country. 

This campaign will receive the co- 
operation of national organizations such 
as the National Fire Prevention Asso- 
ciation, the National Board of Fire Un- 
derwriters and commercial organiza- 
tions interested in the sale of electrical 
devices. 

The primary purpose of this educa- 
tional campaign is to get the public to 
realize their responsibility in seeing 
that they get uninterrupted electric 
service by observing a few simple safety 
rules as well as insisting on approved, 
labelled cord. This movement is backed 
by the Electrical Cord Manufacturers, 
155 East 44th St., New York City. 
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New Illumination Handbook 
Simplifies Lighting Data 
A new and simplified method of de- 
signing floodlighting installations, known 
as the “Lumens in the Beam” method, 


and a simpler method of presenting data | 


for the design of interior lighting instal- 
lations, features a new pocket size illu- 
mination handbook recently announced 
by the Westinghouse Lamp Co. 

In the floodlighting section is con- 
tained most of the data required to deter- 
mine the size and number of floodlights 
necessary for any installation. The data 
is presented in tabular form, thus elimi- 
nating nearly all calculations. The re- 
quired beam spreads of the floodlights 
are determined by a graphical method. 
The usual types of floodlighting installa- 
tions which are encountered in everyday 
practice, such as in parking spaces, in- 
dustrial yards, bulletin boards, and build- 
ings, may be designed according to these 
simplified methods, while the more com- 
plicated installations are left to the 
experienced lighting engineer. 

Complete information is provided on 
every phase of lighting design for the 
home, office, store and factory. Tables 
of design data are necessarily concise 
and complete. They have been revised 
in such a manner that all essential in- 
formation is available. 

Copies of the handbook may be ob- 
tained at 10 cents each from the Com- 
mercial Engineering Department of the 
Westinghouse Lamp Co., Bloomfield, 
N. J. 

v 


G. E. Stockholders Increase 


The number of stockholders of the 
General Electric Co. at the end of the 
third quarter, September 30, 1934, was 
194,793, a new record in the company’s 
history. This is a gain of 2,868 in the 
last three months, and more than 6,000 
for the year over 1933. Since 1928 the 
number of stockholders has increased 
with every quarter except one. This was 
the second quarter of 1933, when there 
was a loss of 274. 








‘ 


No! Nol Dorothy: Miss Dorothy 
McIntyre of the Northland Electric 
Supply Co., Minneapolis, reaches for an 
inviting beer mug, which turns out to 
be only a clever new type of fixture, as 
is the barrel light on the other side of 
the post. Henrie Gable, manager of the 
fixture department, watches the opera- 
tion with a thirsty gleam in his eye. 





The MODERN WAY 


to Increase Your 


TAPE SALES 


60% of all electrical contract- 
ors have retail stores selling 
supplies to the public. Every 
one of these consumers is a 
prospect for Tape... and 
more of them would buy 
Tape ...if reminded to do so. 
That’s what the new DUTCH 
BRAND Tape Dispenser 
does. It effectively reminds 
people of their need for Tape. 
This new, original DUTCH 
BRAND method of boosting 
sales has already increased 
Tape profits of retailers 
and jobbers several hundred 
percent. 

































If your organization is not 
selling your retailers this 
new opportunity for easier 
and more rapid sale of 
Friction Tape, you are 
overlooking the most 
revolutionary merchan- 
» dising factor yet intro- 
) duced. 

World Wide Distribution 
Through Jobbing Channels 


This view of the Dispenser shows Est. 
but two sides. The other two sides VAN CLLEEF BROS. 1910 
holds the 5c and 35c packages. Manufacturers 

This Dispenser is made of steel and Woodlawn Ave., 77th to 78th Streets 
revolves for easy access to all sizes Chicago, U. S. A. 

of a well balanced assortment. It 
takes less than one square foot of 







wl GIVE counter space and is beautifully 
pik »  lithographed in three command- 


ing colors. 





— non-corrosive. 
Cleans as it works. 
Holds solder fast. 
Less paste required 


DUTCH BRAND 
RUBBER INSU- 
LATING TAPE 

Fuses instantly with- 

out heat. Molds into 

one solid piece. It 
8-t-r-e-t-c-h-e-s with- 
out breaking because 


THE JUMBO PACKAGE 

Contains 10 standard No.8 roils. 
The economical way for repair- 
men, electrical contractors and in- 


it contains more live, users to purchase Friction 
Tape, where individually car- 
pean toned Tape is not 
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One Source for ALL 
Your Wire and Cable Needs?! 
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CRESCENT PRODUCTS—A Complete Line 


6 ial”? i All kinds of Special 
Imperial” 30%, Intermediate, and OR Se, Gatien tor 


S) Code Rubber Covered Wire and Cable signals, Radios, An- 
nunciator Systems. 






Bridges, etc., where 
highest uniform 
quality and longest 
life are essential. 







NEW JERSEY. 





TRENTON, 
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Announcing! 


A NEW DIRECTORY 
of 
MANUFACTURERS’ 
AGENTS 


who ate active in the 


Electrical Field 





Contains the following 
information on over 
500 agents 

1. Firm name 
2. Address 

aks 3. Number of salesmen 
4 
5 








~Y N 
. \ \ 
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Sy 
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. Territory covered 


. Classes of trade 
called on 


6. Lines handled 
Price $5 
Order from 


The Electrical Trade Publishing Co. 
520 N. Michigan Ave. Chicago 
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Build Business .. . . . Profits 

With this bathroom heater—only 9 inches wide, 

48 inches high—2000 watts or less. 

You can increase your profits from home mod- 
ernization with the full line of THERMADOR 
electric air and water heaters. A few wholesale 
territories still available. Write for details. 


Thermador Electrical Mfg. Co. 
116 Llewellyn St. Los Anaeles, Calif. 




























RMA Adopts Plan to Reduce 
Radio Interference 


In the public interest as well as that 
of the radio industry, a broad centralized 
movement to reduce electrical interfer- 
ence with radio reception has been 
launched by RMA. 


An “Interference Conference” of lead- 
ing radio engineers will be held in 
November in Rochester coincident with 
the fall meeting of the Institute of Radio 
Engineers and detailed plans made to 
reduce radio interference. 

According to the RMA announce- 
ment, “the problems of electrical inter- 
ference with radio broadcast reception 
have never been considered as a matter 
for a concentrated program headed up 
and directed by one organization. In- 
stead there have been fragmentary bits 
of this important work done by various 
groups in a completely unorganized man- 
ner. While these bits were in many 
cases well done, the attack on the whole 
problem has never been really effective 
due to lack of a carefully planned and 
adequately directed program. 

“Depending upon the results obtained 
at the first conference, it may be desir- 
able to have a second conference, possi- 
bly six months from now. The funda- 
mental idea back of the entire plan is 
that we feel that interference work 
should be centralized, and that RMA is 
the organization that should be effective 
in centralizing all interference activ- 
ities.” 


ad 


The Tenacity of the Wholesaler 


The principle that it is more econom- 
ical and efficient to specialize is gener- 
ally recognized in the business world. 
It is the fundamental reason why large- 
scale production is so successful. It 
also explains the tenacity of the whole- 
saler in the face of severe competition 








Oldest Electric Washer: At least this 
is the oldest electric washer ever taken 
in trade by the O. F. Stuefer Co., St. 
Paul, General Electric appliance distrib- 


utors. After 36 years of service the 
owners decided to turn it in for a new 
G.E.—though it still runs good. Admir- 
ing it is F. H. Bowen, G.E. salesman. 
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Ready for Business: The Tacoma, 
Wash., branch of the North Coast Elec- 
tric Co. moved, in July, to a new loca- 
tion at 2123 Pacific Ave. There they 
have about 6,000 sq. ft. The display 
room in front is 25 by 36 ft., all win- 
dows on two sides. Picture shows a 
portion of the display, with Manager 
Fred C. Phillips at the left and Herman 
R. Fitzgerald, counter man, at the right. 





and criticism. The wholesaler special- 
izes in the performance of certain es- 
sential marketing functions and thereby 
obtains potential economies which give 
him a strong competitive advantage over 
less specialized agencies. A growing 
recognition of this fact has caused a 
shift away from the high-cost sales out- 
lets maintained by manufacturers in re- 
cent years to the wider use of the more 
economical wholesaler.— From an ad- 
dress by N. H. ENGLtegE, assistant direc- 
tor, Bureau of Foreign and Domestic 
Commerce, at the University of South- 
ern California on August 7. 
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Early A.C. Tubes Still Lead 
in Replacement Tube Sales 


Although engineers and set manufac- 
turers have all but forgotten the orig- 
inal a.c. tubes, —26 and —27 types, 
it is interesting to note that such tubes 
now lead in replacement sales, accord- 
ing to C. G. Pyle, sales supervisor, 
Hygrade Sylvania Corp. 


“A survey of Sylvania tube sales to 
the wholesaling and retailing trade dur- 
ing the past few months indicates the 
continued heavy demand for the early 
types of a.c. tubes as replacements in 
sets sold several years ago,” states Mr. 
Pyle. “Indeed, types —24A, —26, —27 
and —80 account for approximately 50 
per cent of our total replacement sales. 
If type —45 is included, which was 
introduced some time later, our total is 
over 60 per cent. Also among the old 
timers still in big demand is that pio- 
neer among satisfactory battery-oper- 
ated tubes, the —O1A detector and 
amplifier, which averages 3.2 per cent 
of our sales. Also the —71A power 
amplifier, averaging almost six per cent. 











re INTRODUCE 





PITTSBURGH STANDARD 


HOT-DIP 
GALVANIZED CONDUIT 
with Threads Zinc Coated 





The only weak spot 
of Hot-Dip Rigid 
Conduit — THE 
NAKED THREAD 
—now thoroughly 
protected with zinc 
and with a smooth 
finish. 









(PATENT 
APPLIED FOR) 


The exterior and interior of this new Pittsburgh 
Standard Conduit are both Hot-Dip Galvanized. The 
threads are zinc-coated by a process that produces a 
smooth finish (patent applied for). The interior is 
additionally protected by a Linseed Oil base Enamel 
applied over the zinc to insure a smooth and non- 
soluble raceway. The exterior is super-coated with a 
clear-acid-proof enamel. Complete double protection, 
inside and out. 


ENAMELED METALS CO., Pittsburgh, Pa. 


Also manufacturers of 
Pittsburgh Standard Electro-Galvanized Conduit 
Pittsburgh Standard Thread Protected Enameled Conduit 








This announcement is also appearing in the November issue of 
Electrical Contracting. 
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Now approved for use with 


PROTECTIVE 
SIGNALLING 
SYSTEMS 


The Underwrit- 
ers have now 
approved AN- 
SONIA bells 
for use with 
protective signalling  sys- 
tems. These bells have prov- 
en their dependability for 
the most exacting service 
applied to fire alarms, sprin- 
kler alarms, police signals, 
and any other systems 
where reliability and long 
life are de- 
manded for 
operation on 
either direct 
or alternating 
current. 





No, 642 





Manufactured 


THE ANSOMA ELECTRICAL CO. 
ANSONIA, CONN. 


Manufacturers of 


ANNUNCIATORS—BELLS—PUSH BUTTONS 
WEATHER-PROOF AND SLOW-BURNING 
WIRE AND CABLE 
MAGNET WIRE—ANNUNCIATOR WIRE 
DAMP-PROOF OFFICE WIRE 
ANTENNA WIRE 





SEND FOR FREE BULLETINS 








The Ansonia Electrical Co., 
Ansonia, Conn. 


Gentlemen: 


Send me copies of your free bulletins 
and price lists of Ansonia annunciators, 
bells, and pushes. It is understood that 
I incur no obligation whatsoever. 


EW1134 














Part of the Gallery: These New York 
gentlemen were in the gallery at the first 
tee watching electrical golfers in action. 
Left to right, J. J. (“Snapit”) Dreyfuss, 
sales manager, Marks Products Co., E. 
J. Connelly, Joseph Kurzon, Inc., and J. 
E. Reaney, Crannell, Nugent & Kranzer, 
Inc. 





Trailer Delivery Car for 
Appliance Salesmen 

A trailer delivery car that will in- 
crease sales materially and cut delivery 
costs now is available to appliance dis- 
tributors and dealers at the low price of 
$85 f.0.b. Cleveland, including necessary 
attachments. While designed primarily 
for transporting laundry equipment, the 
trailer, because of its extreme flexi- 
bility, can be used to advantage for 
numerous other purposes such as re- 
placing refrigerator units, transporting 
supplies from main offices to branch 
stores and in various other ways. 

The trailer, which is manufactured 
by the Gabriel Co. of Cleveland, weighs 
only 200 pounds and will carry a load 
not to exceed 450 pounds. Knee action 
wheels make for easy riding and utmost 
safety in carrying merchandise. It can 
be attached to any automobile in a mo- 
ment’s time and detached just as quickly 
to permit the salesmen to wheel it di- 
rectly into the home. It will pass 
through a 36-inch door. 

As most laundry equipment is sold 
only after demonstrations the trailer 
makes it possible to increase greatly 
the number of demonstrations, produces 
more sales and reduces to a consider- 
able extent the number of demonstra- 
tion machines necessary for a distribu- 
tor or dealer to carry in stock. 

v 
Recent Trade Literature 

Harvey Huse tt, Inc., Bridgeport, 
Conn.—A new general catalog, No. 22, 
covers the Hubbell line of wiring de- 
vices and electrical specialties for 1934- 
35. 

PitTsBuRGH ReFLector Co., Oliver 
Bldg., Pittsburgh, Pa.—‘Permaflector 
Luminaires,” a 16 page illustrated bul- 
letin describing fixtures for indirect and 
concealed lighting in the commercial 
field. 








SHERMAN 


RIGID GROUND 
FITTINGS 


Approved 








SOLDER 
AND 
iSOLDERLESS 











GF 5 FITTING 
FOR RIGID CONDUIT 


This Fitting is manufactured in a 
manner which provides absolute pro- 
tection to the ground wire connection. 
Made with a heavy cast brass solder- 
ing lug which allows a soldered or a 
solderless connection. Adjustable to 
any position, easy to install as clamp- 
ing screws need not be removed. Pipe 
clamp may be reversed for use with 
ground rod. 


Send for bulletin No. 12 describing 
complete line 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, ~ - MICHIGAN 
ae 


NEW PACKAGE 














veto 


Helps Your Dealers 


Sell 
JUSTRITE 
PUSH CLIPS! 


Justrite Push Clips are now being 
merchandised through the use of a 
new, sales-creating counter display 
carton. 
Your dealers will welcome this color- 
ful display carton—it will make sales 
for them! 
Sell your dealers — there’s an assort- 
ment of different colored clips to match 
cords or woodwork—Ivory, White, Old 
Gold, Dark Brown, Dark Red and 
Green—8 clips to a card and 36 cards 
to a carton. 
Justrite Push Clips offer you a long 
discount, good profit, and quick turn- 
over. 

Write us for our proposition today. 


JUSTRITE MFG. CO. 
2045 Southport Ave. CHICAGO 
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GENERAL CABLE Corp., 420 Lexing- 
ington Ave., New York City—Three 
new bulletins: “Service Entrance Ca- 
bles, AEIC and armored types,” “As- 
bestos Insulated Magnet Wire” and 
“Romex Non-Metallic Sheathed Cable.” 


GENERAL E.ectric Co., Schenectady, 
N. Y.—“Modern Methods for Growing 
and Marketing Flowers and Vegeta- 
bles,” an 8 page illustrated booklet dis- 
cussing soil heating and greenhouse| 
lighting. 

Eacte Etectric Mrs. Co., 57-79 Hall 
St., Brooklyn, N. Y.—New, 1934, cata- 
log of electrical specialties. Cuts of items 
shown are available to distributors and 
dealers. 


Inc ELectric VENTILATING Co., Chi- 
cago, Ill—Booklet C-50, a new, pocket- 
size, condensed catalog of ventilating, 
heating, cooling and air-conditioning 
equipment. 


STANDARD ELeEctric Stove Co., To- 
ledo, O.—Catalog 34A describes domes- 
tic, commercial and heavy duty ranges, 
hot plates, griddles, water heaters, cof- 
fee urns, air heaters, etc. 


Arrow-Hart & HEGEMAN ELECTRIC 
Co., Arrow Electric Division, Hartford, 
Conn.—Loose leaf catalog No. 25, 58 
pp., describes the complete line of 
“Arrow” wiring devices. 


TRUMBULL Etectric Mre. Co., Plain- 
ville, Conn.—“Revised Complete Price 
List and Index No. 5,” also 22 revised 
pages for insertion in loose leaf catalog 
No. 16. 


GENERAL ELectric Co., Schenectady, 
N. Y.—“Industrial Cable,” publication 
No. GEA-1838, 128 pp., describes and 
lists all standard types of insulated wire 
and cable used by industrials for trans- 
mission, distribution and control, and 
used on or with electric equipment such 
as mining machinery, locomotives, arc 
welders, neon signs, etc. 











Stools for Customers: 
city salesman of the Hyland Electric Co., 
Chicago, has “sales lust” in his eye, but 
the customer is too comfortable, seated 
in the fan breeze, to close the transac- 


Philip Galanter, 


tion hurriedly. Note appliances dis- 
played in the cases behind the counter. 





NcON 


OLUW LAMP: 


A profitable tip for your customers 
. . . . @ profitable line for you 





a ao 
2 Watt 115 Volts $14 Bulb 
Finish=Clear, Sprayed Red orYellow 








2 Watt 115 Volts Gt0 Bulb 


| Supplied in 1.0 Watt for 220 Volts 





*s Ju ceianlecceamall ial 
Ye Watt 115 Volts 14% Bulb 
Supplied with Candelabra 
Screw Base Only 


EEP your customers posted on these 
Neon Glow Lamps. There’s profit in 
it for them—and for you, too. These long- 
life, low-cost lamps have a multitude of 
uses in almost every branch of industry. 
Manufacturers of electrical apparatus are 
using them more and more as standard 
equipment on their devices because they 
serve so well as pilot and indicator lights. 
Their low operating cost and low level 
of illumination make them ideal for night- 
lights in private homes, as well as exit 
lights in offices, theatres and factories. The 
range of types and sizes makes them per- 
fectly adapted to each of their hundreds of 
uses. 

They operate on AC or DC without 
special transformers or outside resistances. 
They will burn for thousands of hours 
even on jobs where excessive vibration 
and shocks are a problem. 

Your 1934 catalogue will not be com- 
plete without a full listing of Neon Glow 
Lamps. Catalogue inserts will be sent on 
request. Write today for full particulars 
to: General Electric Vapor Lamp Com- 
pany, 891 Adams St., Hoboken, N. J. 





GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 


600 Copr. 1984, General Electric Vapor Lamp Co. 
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SUPERIOR DESIGN 
PATENTED FEATURES 
Make Wilson The Fastest Seller 


In every item there are definite 
reasons why the consumer prefers 
Wilson products. 


Do You Know? 


cc om @ that this 
weatherproof flood- 
light may be instant- 
ly relamped without 
removing the lense, 
Met S736 ..»..02 
that the reflectors 
used on this Three- 
Lite are individually adjust- 
able to project the light ex- 
actly where needed. Com- 
plete with mounting brack- 
ets and colors, list $7.25 
and $8.00. 





Both of these units have 
many other advantages. 





Watch for additions to the line 
of Wilson Original Products. 





Write for new Condensed 
Catalog of our best selling 
Xmas items. | 


WILSON 
LIGHTING INC. 


2337 N. Hoyne Ave. 
CHICAGO 











Ceiling 
or Corner 
Light 








The strongest 
service tap 


. BURNDY 


encineerinc co., Inc. 
505 €AST 451m STREET, New YORK 
ae ee Agent Every wrteere 








. . now made of DURIUIN:> 





Classified Ads 


Rates: Fifty words or less, one insertion 
$2.00, additional words two cents each. 
Payment in advance is required for ad- 
vertising in this column. 





Men Available 


Executive Available: Sales or admin- 
istrative. Seventeen years’ diversified ex- 
perience in accounting, costs, credit, sales, 
advertising, reorganization and expansion. 


Solicits correspondence from reputable 
manufacturer. Address Box, 111, ELrEc- 
TRICAL WHOLESALING, 520 N. Michigan 


Ave., Chicago. 


Lines Wanted 


Manufacturers’ Agent: Successful and 
established covering Wisconsin territory 
would like additional lines to sell to 
wholesalers, industrials and utilities. Par- 
ticularly interested in wire arid cable and 
products under the head of supplies and 


equipment. Address Box 112, ELECTRICAL 
WHOLESALING, 520 N. Michigan Ave., 
Chicago. 





Slow-Moving and Surplus Stocks Bought: 


We will purchase your slow-moving and 
surplus stocks of electrical supplies, wir- 
ing material, motors, lighting fixtures, 
condulets, etc., in any quantity if the mer- 
chandise is desirable. Send us an itemized 
list and we will make you our cash offer. 
Address Box 113, ELecrricaL WHOLESAL- 
ING, 520 N. Michigan Ave., Chicago. 


. 
Patent Available 


| For Sale: Or will give away new U. S. 
Patent No. 1970075. Refractory stove 
plate. Big current saver. Descriptive 


Address Box 114, ELectrt- 
520 N. Michigan Ave., 


circulars free. 
CAL WHOLESALING, 
( Lane: 








| 
| 


From the Capital of the Keystone 


State: This bunch of fellows operate 
out of Harrisburg for the Dauphin Elec- 
trical Supplies Co. They are G. J. 
Krone; Bx-C...Marshall, J.0H: (“Jap”) 
Lorimer, Westinghouse Lamp Co., R. 
B. Ward, A. C. Stailey and A. J. Musser, 
general manager of the Dauphin com- 
pany. 








WOLVERINE 
SOLDERING 
LUGS 


seareer | Contact Area 
*More Types 
*Greater Stocks 
*U nderwriters’ a 
*The ‘‘Wholesal 

Line”’ 









WOLVERINE SPLICING SLEEVES 


*Greater Stocks 


*Preferred by Public 
Utilities 


*The “Wholesalers’ Line’ 


WOLVERINE 
TUBE COMPANY 


1441 Central Avenue, Detroit 


*More Types 
*Higher Capacity 


Representatives in Principal Cities 














Now Ready! 


A NEW DIRECTORY 
of 
MANUFACTURERS’ 
AGENTS 


who arte active in the 


Electrical Field 


Contains the following 
information on over 
500 agents 


1. Firm name 

2. Address 

3. Number of salesmen 
4. Territory covered 

5. Classes of trade 


called on 
6. Lines handled 


Price $5 
Order from 


The Electrical Trade Publishing Co. 
520 N. Michigan Ave. Chicago 
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At the Tube Counter: Victor Viola of 
Carnahan & Dalzell, Inc., New York 
City, discusses the merits of Radiotrons 
with a customer. This wholesaler has 
enlarged its display space and provided 
a subway entrance. 





Self-Calculating Charts Deter- 


mine Resistance Values 

Resistance values and associated data 
may now be determined without mathe- 
matics or headaches by means of a col- 
lection of self-calculating resistance 
charts issued by the engineering staff | 
of Hardwick, Hindle, Inc., Ae 
manufacturers of Newark, N. J. The 
charts provide a simple method for deter- 
mining the relation between resistance, 
voltage, current and power of any re- 
sistor or rheostat. By laying a straight- 
edge on any two known values shown 
on the charts, the unknown value is read | 
on a third scale. 

v 


Statement of the Ownership, Management, 
Cireulation, Etc., Required by = Act 
of Congress of March 3, 193 

of Electrical Wholesaling, published monthly, a Chicago, 
Ill., for October 1, 1934. 
State of Illinois, County of Cook, ss. 

Before me, a notary public in and for the State and 
county aforesaid, personally appeared E. T. Rowland, 
who, having been duly sworn according to law, deposes 


and says that he is the editor of Electrical Wholesaling 
and that the following is, to the best of his knowledge 
and belief, a true statement of the ownership, manage- 
ment (and if a daily paper, the circulation), ete., of the 
aforesaid publication for the date shown in the above 
caption, required by the Act of August 24, 1912, em- 
bodied in section 411, Postal Laws and Regulations, 
printed on the reverse of this form, to wit: } 

1. That the names and addresses of the publisher, | 
editor, managing editor, and business managers are: | 
Publisher, Electrical Trade Publishing Co., 520 N. | 
Michigan Ave., Chicago, Ill.; editor, E T. Rowland, | 
520 N. Michigan Ave., Chicago, Lll.; managing editor, 
E. T. Rowland, 520 N. Michigan Ave., Chicago, Ill.; | 
business manager, Howard Ehrlich, 520 N. Michigan 
Ave., Chicago, Il. | 

2. That the owner is: (If owned by @ corporation, its 
name and address must be stated and also immediately 
thereunder the names and addresses of stockholders owning 
or holding one per cent or more of total amount of stock. 
If not ewned by a corporation, the names and addresses 
of the individual owners must be given. If owned by a 
firm, company, or other unincorporated concern, its name 
and address, as well as those of each individual members, | 
must be given.) MElectrical Trade Publishing Co., 520 
N. Michigan Ave., Chicago, Ill.; Howard Ehrlich, 520 
N. Michigan Ave., Chicago, Ill.; Edgar Kobak, Jackson 
Heights, L. L., if 

3. That the known bondholders, mortgagees, and other 
security holders owning or holding 1 per cent or more of | 
total amount of bonds, mortgages, or other securities are: 
(If there are none, so state.) None. 

4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security holders, 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also, in cases where the stockholder or 
security holder appears upon the books of the company 
as trustee or in any other fiduciary relation, the name 
of the person or corporation for whom such trustee is 
acting, is given; also that the said two paragraphs 
contain statements embracing affiant’s full knowledge 
and belief as to the circumstances and conditions under 
which stockholders and security holders who do not 
appear upon the hooks of the company as trustees, hold 
stock and securities in a capacity other than that of 
a bona fide owner: and this affiant has no reason to 
believe that any other person, association, or corporation 
has any interest direct or indirect in the said stock, 
bonds, or other securities than as so stated by him. 

5. That the average number of copies of each issue 
of this publication sold or distributed through the mails 
or otherwise, to paid subscribers during the six months 
preceding the date shown above is (This information is | 
required from daily publications only). 

E. T. Rowland. 

Sworn to and subscribed before me this 28th day of | 
Sentember, 1934. | 





a. Elsie E. Stover. 
(My commission expires December 10, 1937.) 








ALWAYS 
CUTS 
WITH 
UNIFORM of 
EASE 


| Speed and ease of working are two vital factors 
in electrical construction. Both mean much to 
the contractor whose bid has been successful 
in landing the job—for he has a figure to meet 
and the difference between his actual cost and 
that figure is profit. 

Fretz-Moon Conduit offers both these fac- 
tors in substantial quantities. The specially- 
processed steel of which it is made is highly 
ductile and free-cutting, yet it affords ample 
strength for any job. If a thousand cuts were 
made at different points in different lengths, 
every cut would be made as easily and fast as 
every other cut—because Fretz-Moon Conduit 
is absolutely uniform, physically and structur- 
ally. The exclusive, scientifically-controlled 
“continuous process” by which it is made takes all the guess 
out of conduit making, and produces conduit absolutely free 
from hard or “burnt” spots that might cause trouble in working. 

By stocking Fretz-Moon Conduit, and by telling contractors 
of its advantages, you can build substantial and profitable busi- 
ness. Write for details. 


STEEL AND TUBES, INC. 


CLEVELAND ..... OHIO 
EXCLUSIVE SALES AGENTS 


TRETZ-MOON 


RIG/D CONDUIT 
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“Tnstall 
a ground vod at 


Pole *480” 


BE CERTAIN TO ADD 


“Use the New Hubbard 
Ground Rod Driver” 





IT DRIVES— 


—Smaller diameter 
rods to greater depths. 


— Without bending 


or marking the rod. 


—lIn undisturbed 
earth at any distance 
from the pole. 


—Easily with ONE 
operator who STANDS 
ON THE GROUND. 

* 

Samples are 
available on 
memorandum billing 

ld 
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HUBBARD and COMPANY 


| Pittsburgh Oakland, Calif Chicago 
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Cc. D. WOOD 
ELECTRIC COMPANY 


Offers 


The newly patented 


EMERGENCY LIGHT 


Works on A.C. or D.C. 


A fast 

profitable 
seller: Can 
be used in 
every home. 
Display card 
in every box. 





Pat. Oct. 16th, 1934—No. 1977105 
Look for Pat. No. on Porcelain 


SEND FOR A SAMPLE AND 
WHOLESALERS’ PRICES. 


Manufactured by 


C. D. Wood Electric Co. 


826 Broadway New York, N. Y. 











Profitable Line 
Insulated Wire 


for Jobbers 
Annunciator Office and 
Thermostat Wires 
Fixture Wires 
Flexible Cords 
Antenna Lead-In Wire 
Radio pie Wire 


Asbestos Covered Resistance 
Wires 


The Holyoke Company, Inc. 
720 Main Street Holyoke, Mass. &F= 
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‘CELECTRICAL 
CONTRACTING’? 
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SOLD THROUGH 
WHOLESALERS 
ONLY 


CANTON, MASS. 





ALES OPPORTUNITIES 


Just a lot of foot work isn’t by itself a sure way to more sales—it 
takes head work also. 


For example, out of all the people you call on some are better 
prospects for certain articles than are others. 


Take fuses; out of all your calls there are probably a few users 
whom you have not already sold BUSS Fuses. Of these some 
are undoubtedly larger users of fuses than are others. 


From the standpoint of building up your sales one large user 
may equal, in dollars and cents volume, two or three smaller users. 
Yet it generally takes no more time to sell a large user than a 


small one. Therefore, it pays you to work first on the larger TO SELL FUSES: 


fuse user. It is necessary to make 
your prospect realize that 
Why not take a list of your prospects who are not already properly designed _ fuses, 


é correctly used, do not blow 
buying BUSS fuses and select from them say the ten largest. unless something is wrong 


Then go after these ten in a determined way and sell then they blow to protect. 
as many as you can. After you have sold the big iceilbeas Isboiiine ot fabué le 


ones, turn to your smaller fuse prospects and pick costly and UNNECESSARY. 
them off one at a time It is generally caused by either 
: heat from poor contact or by 
. fuses with too short a time lag. 

If you need any help, don’t forget the BUSS 
Fuse Man in your territory or that there is To prevent poor contact BUSS de- 


: ‘eloped scientifically designed fuse 
a short sales talk printed on the BUSS price ae hae eatin etek we 


cases that overcome the weak points 
sheet in your binder. found in ordinary fuse cases. No place 
has been left where poor contact 

5) ight develop. 

You don’t have to stop on ae 
fuses either, you can apply this To prevent needless blowing of fuses on harmless 
a nas tty : overloads BUSS developed the famous SUPER- 
same principle to any ar- LAG principle. It eliminates many of the needless 

ticle you sell. blows that occur with ordinary fuses. 


BUSS fuses protect equipment and at the same 


time help keep that equipment operating. They 
deserve the user’s thoughtful consideration. 


A Division of the McGraw Electric Company 








BUSSMANN MANUFACTURING COMPANY, 2536 W. University St., St. Louis, Mo. r U SE 
a “i 











